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ACCURACY CREATES PROFITS 
ERRORS MAKE LOSSES 


The Ellis Book Keeping Machine 


Protects Your Profits by Preventing Errors of all Kinds Incidental 
to Bookkeeping by Hand. It will Save 50% of Your Present Book- 
keeping Cost and Economize 33% in Office Space. 

















You get your monthly balances because the machine 
automatically prints its totals and proves 
each day’s work 


Used by large Banks, Insurance Companies, Specialty Shops and 
Department Stores throughout the United States 
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Ellis Adding-Typewriting Company 


HOME OFFICE 


Newark, N. J. 


BRANCH OFFICES 


New York St. Louis Chicago Boston Pittsburgh Baltimore Philadelphia 
Buffalo, N. Y. Toronto, Canada Montreal, Canada 
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THIS IS NATIONAL DIRECTOR D. W. AHL, 
Credit Manager J. L. Hudson Co., Detroit 


He and his associates are preparing for the largest and best convention in our history. 

The educational features of coming in personal contact with credit men from every section of 
the country is alone worth the trip—but added to this, Detroit is a mighty good place to spend your 
vacation in August. 

Remember—August 10, 11, 12 and 13, 1920. Make arrangements now. The National Office 
wants to know how many will be there, so we can properly care for you. 
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Grand Cireus Park, Detroit 
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SMOOTH WORKING SYSTEM ADOPTED 
BY BIG DEPARTMENT STORE 


As Explained by M. T. Coogan, Office Manager of 
Shriver-Johnson Co., Sioux Falls, S. D. 


Just as Though You Applied to a Bank for Credit 


If a person needing credit of one hundred dol- 
lars, lacks the cash, it is necessary for him to do 
one of two things; he must go to the bank and 
borrow the money or get credit from the mer- 
chant. If he goes to the bank to borrow, he must 
make a formal application for the credit. There- 
fore, is it not perfectly reasonable to assume that 
if he is to get the merchandise on credit he incurs 
the same obligation to make a formal applica- 
tion? 


Have an Understanding When Account is Opened 


There can be no doubt that the proper time and 
the only real opportunity to secure complete in- 
formation regarding a new charge is before the 
account is opened. With this in view as a foun- 
dation of our credit system, we adopted an 
“application for credit’? blank. There were 
yarious discussions as to why this form would 
prove unsatisfactory and obnoxious to our cus- 
tomers and why many would refuse to sign. We 
have had no trouble with our customers signing 
and where we have had our accounts paid in 60 
and 90 days and paid on account, we now ex- 
plain how our accounts are due in 30 days, and, 
in signing, any special terms necessary for some 
individual case, are made at once by the credit 
man. 


Very Few Refused to Sign Application for Credit 

The moral effect of a customer signing a blank 
giving full information as to his own ability to 
pay as well as agreeing to pay his bill on or before 
the tenth of the following month, is, to my mind, 
sufficient for such a blank being in use. Of 
course, until such time as this blank is adopted 
by all the merchants in town, there will be cus- 
tomers who will refuse to sign and take their 
business elsewhere. There are so few exceptions 
that you can say that the customers who refuse 
to sign an application blank or who are not used 
to having their credit questioned, are just the 
ones who could not stand investigation of their 
credits. We may now say that the customer who 
fails to sign an application for credit also fails to 
get our goods. 


ALimit—Like “Overdraft” in Bank, Howit Works 

We follow up, by letter or phone, the investi- 
gation of the creditor through the references fur- 
nished by him. After we have, as far as possible, 
arrived at a place where we can pass judgment on 
the risk, we place a limit on the customer’s ledger 
page which acts in the same manner as a “bank 
overdraft.” After such a limit has been reached 
by a customer, no more goods can be purchased 
unless new arrangements are made with the 
credit man. Any excessive buying is thus brought 
to the attention of the credit man at the time of 
the purchase and not at the end of the month. 
All charges are authorized by the office. The 
clerks in the store are instructed to ask the cus- 
tomers if they have a charge account. If the 
answer is in the negative, they are taken to the 
credit department to meet the credit man and 
toopen an account. A revolving file containing 
the names of all of our customers is kept in our 
tube station. The charges are checked against 


the file and any charge slip that does not have a 
corresponding name in the file is referred to the 
office to open an account, and, therefore, any cus- 
tomer who tells the clerk he has an account when 
he has not, is checked and as the clerks cannot 
give out the goods until the charge has been 
O. K.’d in the office, the customer must then 
come to the office before he can take out the 
goods, to make the necessary arrangements. 


All Accounts Due in 60 Days 

All accounts are considered delinquent unless 
paid within 60 days. A series of letters are sent 
to these delinquent customers calling attention 
to the condition of their account, and suggesting 
that, in order to keep their credit good, it will be 
necessary for them to pay up. All customers 
really intend to pay their bills. But with some 
the matter of time means little and they will 
continue to buy just as often and as long as the 
merchant will allow them to. Therefore, as the 
result of a poor credit system a merchant un- 
knowingly encourages over-buying, which always 
results in losses. 


Customer Becomes Poor Pay 


This brings up the question that has caused 
many a good customer to become a poor payer. 
“The easy credit allowed by the merchant and 
the hounding after the bill has passed the limit 
of the creditor’s ability to pay.’’ Whereas, by 
careful giving of credit and prompt collections, 
the merchant would still have a good account. 
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SELLING THE TOURIST—CREDIT 


By Irl D. Britt 
Attorney for Los Angeles Merchants Credit 
Association. 





That Los Angeles is the tourist Mecca is 
no longer a disputed fact, and none know it 
so well as you, the credit salesman. We of 
the Retail Merchants Credit Association, your 
co-operative clearing house and rating bureau 
have watched the growth of this trade until 
it has assumed an important position in the 
credit sales of every up-to-date local establish- 
ment, and we believe this will be a PERMA- 
NENT condition. Therefore, it is highly, prop- 
er that you who buy this commodity should 
know its capacities and limitations, and it is 
with such purpose in mind, that is, to point 
out the ultimate or legal capacities and limi- 
tations of this great field of buying power 
that I as attorney for the Association have 
written this article. 


You, Mr. Credit Man, should realize that 
in selling to the tourist you are selling to the 
citizen of a FOREIGN jurisdiction; one whose 
laws may be entirely different from those 
of this, your own state, in many ways. That 
such tourist buyer may not have the inten- 
tion of residing in this state; that the remedies 
which you have learned to rely upon in case 
the buyer fails or refuses to perform on the 
contract obligation may not apply BACK 
HOME. 

The majority of your buyers are women 
housewives. Do you realize that there are 
some states such as Louisiana, where her con- 
tract is voidable and unenforceable against 
her property except under certain conditions? 
That in others, the property which the hus- 
band and wife have acquired, excepting such 
as the wife had before marriage, cannot be 
bound by the contract which you and _ she 
make unless her husband expressly assents? 


Again, you are accustomed to rely upon the 
fact that the commodities which you sell are 
NECESSITIES of life, but do you realize 
that only NINE of the states of the Union, 
or less than one-fifth of all, make a distinc- 
tion in such cases, and raise the exemption 
laws in your favor? 

Always bear in mind that you are the lead- 
ing party in every transaction; that it is you 
who make the terms of the contract and the 
customer who follows your suggestion; that 
it is you who protects or fails to protect your 
firm. Therefore, be certain upon what source 
of income or responsibility you are relying. 
If you are selling to the wife because of her 
husband’s property, or standing, be sure she 
is COMPETENT and EMPOWERED to 
contract for him, so as to BIND him. If your 
consideration for extending the credit is her 
property back home, be sure that she can 
contract so as to hold that property liable. 
Be sure you understand just WHO is buy- 
ing WHAT and upon WHAT TERMS. Re- 
member that when the mother says that her 





$$. 


daughter, too, may purchase upon “the ac- 
count,” the daughter’s purchases bind the 
daughter and her mother only, and her 
father does NOT become liable thereon. 

Now as to the remedies in enforcing this 
contract which you have made, consider 
these facts: Father’s farm in Kansas—“160 
acres of the best land in the VU. S.”, or ffteen 
other states, nearly ONE-THIRD of all, may 
be exempted absolutely by the simple pro- 
cess of declaring it a homestead, at any time 
actually prior to the levy of your execution; 
that four states absolutely exempt salary or 
wages; four exempt 90% thereof; three, 75% 
thereof; that one-eighth of all the states 
exempt salary or wages earned within the 
last ninety days, and seven states that earned 
within sixty days. 

Also, since you would consider “turn-over 
expense” if you were selling merchandise, it 
is necessary that you consider in selling 
credit to the tourist trade, the time and ex- 
pense necessary to be incurred in case of in- 
forcement of payment at law. The jurisdic- 
tion of the lower courts in most states is 
much narrower than in California, with the 
consequent result that the expense of suit 
is, generally speaking, higher when suing in 
a foreign state. Also the indirect service of 
the foreign attorney is always less compre- 
hensive, less painstaking and more inclined 
to “drag along” than that of the local attor- 
ney, and is far more expensive. 

In closing, I wish to leave just three 
thoughts firmly established in your memory: 

Buy the tourists’ trade as you would buy 
his products—after thorough and proper dis- 
counting. 

Remember that you make the contract; that 
the best time to change or improve it is BE- 
FORE and not after it is made. 

Keep in close touch with your Rating Bu- 
reau and your attorney, and in this connec- 
tion all members are cordially invited and 
solicited to consult with the writer as attor- 
ney for the Retail Merchants Credit Asso- 
ciation at any time on any subject relating 
to your work in selling retail credit, whether 
appertaining to the above or otherwiser 





SPECIAL CHECK WARNING 


A clever check artist is operating extensively 
in Oklahoma. When last heard of he was using 
Cashier’s checks purporting to have been issued 
by the Atchison Savings Bank of Atchison, Kans., 
drawn on the Mid-West National Bank of Kansas 
City, Mo. Most of the checks are for $75.00, 
payable to Fred Sullivan, signed W. L. Fox, 
Asst. Cashier. He seems to make a specialty of 
jewelry stores, purchasing high grade watches 
and diamonds. Claims to be a railroad man, but 
appears to be a clerical man of some inside pro- 
fession. Notify National office or Wm. J. Burns 
Agency, Kansas City, Mo. Description follows: 


Age, 40 to 45 years; height, 5 feet 8 inches or 9 
inches; weight, 165 or 170 pounds; build, heavy; 
complexion, sallow; hair, dark; eyes, dark gray 
or brown; smooth shaven, two gold teeth lower 
right, three gold teeth upper left, long proml- 
nent nose; blue serge suit, small black hat. 





























Every Record Complete, 
Accurate and Legible 
with Elliott-Fisher System 


The credit man gets his greatest value from 
Elliott-Fisher in the fact that it gives him com- 
plete data on every transaction between store 
and customer. It gives him daily balances, pur- 
chases, credits—all itemized—exact, up-to-date 
credit information. 


He can go over the whole day’s business in a 
short time by referring to the proof sheet, the 
Elliott-Fisher journal of sales and credits. 


Elliott-Fisher posts the ledger, writes the 
statement, and makes up the proof sheet journal 
all at the same time. Every record is complete, 
accurate and legible. The work is proved as 
it is done. 


With Elliott-Fisher System the credit man 
can get these results with a smaller force, in less 
time, and at far less cost than in any other way. 


Let us refer you to some Elliott-Fisher users. 


ELLIOTT-FISHER COMPANY, Harrisburg, Pa. 


Branches in 100 Cities. 


f lliott-Fisher 


Bank Bookkeeping Machine 
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REDUCING EXTRAVAGANT BUYING 


. By C.F. Jackson, Credit Mgr. Famous & Barr Co., St. Louis 


The following is part of Mr. Jackson’s argu- 
ment in a debate before the St. Louis Association 
on the subject: 

“Can retail credit managers exert an influence to 
reduce extravagant buying on the part of 
charge customers?” 

I am going to answer that question by saying, 
yes; but we have first to determine what is ex- 
travagant buying. That question must first be 
considered. What would be extravagant buying 
on the part of some of us would be considered 
necessities on the part of many who are in better 
financial circumstances. 

In passing upon a credit, I first take into con- 
sideration the ability of the customer to pay. 
If, in my judgment, they are able to take care of 
their obligations, I do not believe it is up to me 
to tell them, that I think they are buying ex- 
travagantly; while, on the other hand, if in my 
judgment one is buying in excess of their ability 
to pay, I believe it is up to me to see if I cannot 
enlighten them on the subject of assuming obliga- 
tions that they will find hard to meet. 

I do not take kindly to the appeal of the cus- 
tomer who says, prices are so high, that they are 
obliged to go heavily in debt, and pay when 
they can. 

We must adapt ourselves to our incomes, and 
live within them. I do not believe that a cus- 
tomer should expect the merchant to extend to 
them a line of credit out of proportion to their 
ability to pay promptly. Many customers do 
not stop to consider, if they will be able to meet 
their obligations promptly. They merely figure 
that they have an income of, say, $150.00 per 
month, and feel that they should have a line of 
credit to that extent. That is a mistake, they 
have not stopped to consider that they have 
other obligations, such as rent, groceries, coal 
and dairy bills, and other little incidents that 
must be looked after. 

Conditions have changed very materially 
within the past few years. There was a time 
when some merchants said go ahead and buy, 
pay when you can; it’s different now. I don’t 
believe any merchant at this time thinks that it 
is good business to overload a customer. I be- 
lieve that the merchant today would prefer that 
you buy those things that you can take care of 
with a moderate degree of promptness; when 
your obligation has been cancelled, he is then 
ready to extend further credit. 

I believe that a good, sound, liberal policy of 
extending credit should be exercised. By that 
I do not mean to say that we should extend 
credit recklessly, nor do I mean that we should 
place such small limits on accounts that the 
account would be of no value to a customer. 
Better not place such accounts on your ledgers. 


As we all know, there is a certain percentage of 
customers, although strictly honest and well 
meaning, will swamp themselves if the credit 
man does not interpose and to some extent cur- 
tail their purchases. This is the class that must 
be advised with, not from a humanitarian stand- 
point, but from a standpoint of strictly business, 

Our worthy chairman says, we all know that 
the average person who has a charge account 
will buy more freely than if they were required 
to pay cash, and that it was just this idea that 
brought charge accounts into existence. 

I am obliged here to take issue with the gen- 
tleman and ask if it is not a fact that he inserts 
his advertisements for the purpose of inducing 
customers to make more purchases in his store, 
and not with the idea of making his customers 
purchase in excess of their ability to pay prompt- 
ly. I believe he will answer me, that is the case. 
None of us wish to have a customer buy more 
than they can pay for with a fair degree of prompt- 
ness; it is our business to influence a customer 
to buy from us, not extravagantly, but to their 
best advantage. 

I do not think that we should solicit charge 
accounts promiscuously, and I have never 
practiced that system. I have on many occa- 
sions invited a customer to open an account with 
our firm, as I believed that they would make a 
desirable charge customer; but to take a list 
of some agency that goes through the directory 
and selects such names as in their judgment 
would open accounts if invited to do so, I have 
never taken kindly to. 

We can be of far more value to the buying 
public and to ourselves if we will try to educate 
our customers to the fact that we are anxious to 
be of service to them by extending the courtesies 
of our establishments, provided they will accept 
these courtesies in the same spirit that they are 
extended, and live up to their obligations. 

The great trouble with the average credit man 
is that he is weak-kneed and is afraid to havea 
little heart to heart talk, with his customer, for 
fear that his customer will play the other credit 
man against him. 

We all have customers who come into our office 
and tell us how liberal the other fellow is; but, 
upon investigation, we find that our brother 
credit man has had the same experience -nine 
times out of ten with the same customer. 

Having the wonderful facilities that we have 
through our Credit Bureau, why not investigate? 

Again I desire to say that I believe in a sane 
and liberal policy in extending credit. I have 
never practiced hap-hazard methods, and do not 
believe that we can run a credit department 
successfully unless we at least think we know 
what we are doing. 


GOVERNMENT CHECKS 


Look out for checks numbered in upper right 
hand corner from 128 to 500—symbol number in 
lower right hand corner 20523. Checks will be 
presented by K. C. Kerstetter, who was formerly 
a Major in the Quartermaster Corps, U. S. A. 

Book containing checks 1 to 500 was issued to 
him and 123 checks used officially. Kerstetter 


kept the book and is now fraudulently using the 
blank checks. Each check made out approxt- 
mates $500.00. 

He is 28 years of age, 5 feet 714 inches tall, 
weighs 148 pounds, smooth face, wears glasses, 
has cleft in chin, is a hard drinker and fond of 
the society of women. 
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This girl is one of thousands 
who are making Credit Authori- 
zation instant, accurate and 
two-thirds less expensive on 
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Actual photograph of Chicago 
Dept. Store, where Acme Visi- 
ble Equipment puts 96,000 
names at the credit clerk’s 
Jinger-tips. 

















Credit men now know what Visualization means in cus- 
tomer-service-and-satisfaction. They know that delays are 
ended, mistakes avoided, and authorizing costs reduced two- 
thirds by the introduction of this /ogica/ method. 


And so....it becomes a matter of selection, of choice. 
There Acme wins out. Since credit men have realized that 
present business demands, and is everywhere adopting the 
Visualized principle of putting facts IN SIGHT, compari- 
sons have assumed vital importance. 


The many points of Acme leadership....the perma- 
nence of its reinforced construction; the patented full-pivot 
hinge, that, alone in Acme, permits any card to be written 
on both sides, with equal ease; the efficient color signal 
systems specially devised for every need... .create a prefer- 
ence for Acme Visible Records based on sound business 
judgment. To every credit man in the country, our booklet, 
“Greater Speed and Accuracy” carries a compelling, im- 
portant message. The coupon will bring it. 


Acme Card SystemCo. 


Acme Card System Company 


6 N. Michigan Ave., CHICAGO, ILL. ;{ 4N- Michigan Ave., Chicago, Ill. 
Mail Catalogue on visualized Indexing 
Oftices in All Principal Cities and Record Keeping to: 
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European Distributors 
LAMSON PARAGON SUPPLY CO., Ltd. } Adaress * me 
London, England Capetown, S. Af. 11198 


Individual 
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[Every Member Get a New Member 





YOUNGSTOWN, OHIO, ORGANIZES 


About the first of December, Mr. Slater, 
President of the Cleveland Retail Credit Asso- 
ciation, and Bill Gray, Secretary, with a body- 
guard of four other Retail Credit Meu of Cleve- 
land, Ohio, visited Youngstown, and addressed 
a body of credit men and ladies at an informal 
supper held in McKelvey’s Department Store 
Dining Room. This meeting proved to be not 
only interesting, but inspirational. Everyone 
present was convinced of the desirability of or- 
ganizing a local Retail Credit Association; and 
a business meeting was called for one week later 
at the Elks Club. 

At this meeting the following officers and 
directors were chosen: President, I. Harry 
Meyer, of Ritter & Meyer; Vice-President, E. A. 
Stocker, of The Youngstown Ice Company; 
Secretary, J. R. Truesdale, of the Merchants 
Mercantile Company; Treasurer, Miss Anna 
Burke, of the Strouss-Hirshberg Company; 
Directors—Edwin J. Conklin, of the H. L. 
McElroy Company; George C. Campbell, of the 
G. M. McKelvey Company; J. Oppenheimer, of 
Hartzell Brothers; Cleve C. Hall, of the Walk- 
Over Shoe Company, and Charles Bloom, of the 
L. H. Cahn Company. 

The organization chose the name of The Youngs- 
town Retail Credit Association, there by paying 
a compliment to the ladies. At our noon-day 
luncheons thirty to forty per cent of those in 
attendance are representatives of the fair sex. 
The Youngstown bunch reasoned that it was un- 
fair to call themselves a Credit Men’s Association 
with so many ladies active participants. 

The Association applied for and obtained a 
charter for an incorporation without profit. 
From the very start weekly noon-day luncheons 
were held and have always been well attended. 
Friday noon, March 19th, thirty-eight were 
present. As no cards were sent out and no calls 
made over the phone to work up an attendance, 
this would seem to prove that the credit men of 
the city are certainly interested in their new or- 
ganization. A campaign committee was ap- 
pointed, composed of twelve members, with Mr. 
Charles Bloom, of the L. H. Cahn Company, as 
General Chairman. In this connection it is in- 
teresting to note that the President of the Asso- 
ciation, Mr. Meyer, volunteered to act on the 
membership committee, and proved to be one of 
the best campaigners on the committee. 

The Entertainment Committee, of which Mr. 
Frank E. Woodford, of the Yahrling-Rayner 
Piano Company, is Chairman, is planning for a 
social evening in April. The Association is very 
anxious to have President Blackstone, of Pitts- 
burgh, present at this meeting. 

The new Association has had a wonderful 
effect in increasing the interest of Retail Credit 
conditions. Publicity has been sought, and dif- 
ferent credit men report that the public is aware 
of the new organization, and that it has had a 
salutary effect in promoting greater promptness. 

The organization in a letter sent to all 
credit houses has announced its intention to co- 
operate with the local reporting agency, the 
Merchants Mercantile Company. Through this 
co-operation the agency has doubled its force 
and greatly increased its scope of business. 

A private exchange is being installed with six- 
teen direct wires to the larger credit houses. 

Youngstown will undoubtedly send a large 
delegation to the Detroit convention. 
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ADDRESSES WANTED BY 
KEMPNER’S SHOE STORE 
LITTLE ROCK, ARK. 


E. D. Davis, formerly of Little Rock, Ark., 
Nashville and Memphis, Tenn. 

Miss Luria Austin, formerly of Little 
Rock, Ark., and Eberts Field, Ark. 

H. T. BRADFIELD, formerly of Little Rock, 
Ark.; supposedly in New York City. 

Miss MABLE A. HoGuvueE, formerly of Little 
Rock, Ark.; more recently 2508 Troost, 
Kansas City, Mo. 

H. McDona.p, formerly of Little Rock, 
Ark.; afterwards Army. 

L. D. Seat, formerly Little Rock, Ark.; 
supposedly in Texas. 

Ben SmituH (colored), formerly of Little 
Rock, Ark.; supposedly in Kansas or 
Okla. 

L. S. VALLELEA, formerly of Little Rock, 
Ark. 

H. Cannon (electrician), formerly of 
Little Rock, Ark.; supposedly in Okla. 

GoLpIE MatrHews, formerly of Little 
Rock, supposedly in Texas. 

Miss M. SNEpDEcoR, formerly of Little 
a Ark., supposedly in Los Angeles, 

al. 

Mrs. Biancn Boyp SNEE, formerly of 
Little Rock, Ark., supposedly in South 
Bend, Ind. 











WORTH WHILE 


During March we located nineteen 
“skips.” In one case a member collected 
$200.00 he had charged to P. & L. 

This association assisted in the arrest 
of seventeen bad check artists; two very 
expert operators being caught by the 
Denver association. 

This kind of work is what makes our 
association worth while. 

Think what a force we will be when we 
reach the ten thousand mark in mem- 
bership. 





ADDRESSES WANTED 


Vanderzee, Rev. Wm. H., Blaine, Kans., colored minister. 

Vaughan, Miss Hattie, 1303 Champa St., Denver, Colo.; 
rooming house. 

Webb, J. H., 503% Lennox Ave., Detroit, Mich. 

Weed, M. Vick, 615 W. 9th, Denver, Colo., switchman, came 
from Little Rock, Ark. 

Welty, Mr. R. D., United Cigar Store, Muncie, Ind. 

Whitmore, Mrs. L. F., Edenwald, Tenn., then Jackson 
ville, Fla. 

Williams, M. F., Jr., Ashland City, Tenn.; later Sheffield, Ala. 


Wyvill, Geo., formerly lived at 146 W. Washington 5t., 
Rochester, Pa.; he is a barber. 


(See page 29 for complete list of addresses wanted) 
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COLLECTIONS 


By Thomas V. Gould, Manager of Oppenheim, Collins & Co., Brooklyn, N. Y. 


(This is the sixth of a series of twelve lectures presented by the Educational Commitiee of the New York Association, 
of which Mr. Joseph B. Auerbach, of Bloomingdale Bros., is chairman.) 


Someone has said that credit is a transfer of 
commodities involving the return of an equiv- 
alent at some future time. 

It is largely with the question of securing this 
equivalent that this brief will deal. 

In our every-day language this is understood 
by the simple word ‘“‘collections”’ or ‘collecting’, 
which may be briefly summarized as follows: 


Going After Money Due and Not Paid in Time 

These few words, though simple in phraseology, 
are vast in potentiality, and involve the funda- 
mental laws of credit. They also constitute the 
sole and basic reasons for the existence of the 
collection department and the collection manager. 

Human nature is not infallible, and although 
the credit man himself may measure up to the 
qualifications set forth by Colonel Blackstone, 
in his description of the ideal credit man, col- 
lecting will always be an absolute necessity so 
long as credit is granted. 

One of the commonest failings of humanity is 
to postpone payment and put off as long as possi- 
ble the inevitable day of reckoning. 

On the other hand, mistakes will occur in the 
best regulated credit departments. Often the 
favorable conditions concerning an account will 
change completely after credit has been granted, 
or goods may be delivered on error charges or 
secured under misrepresentation and not discov- 
ered until too late. 

When consideration is given to the fact that 
over 90 per cent of the nation’s business is done on 
credit, it is a simple matter to appreciate the 
many contributing reasons for a collection de- 
partment and the necessity for hiring trained and 
skillful men to handle this work. 

The burden of converting an account into cash 
lies wholly with the collection department, and 
if the credit man is responsible for his own col- 
lections, as is the case in most retail houses, his 
peace of mind and the security of his position de- 
pend largely upon his ability to garner in the cash. 


Its Relation to Capital 


Because the collection department is non-pro- 
ductive, as the term is commonly understood, it 
is often regarded with slight sympathy by many 
heads of concerns, but its constructive powers 
are far greater than one imagines, and the fate of 
many a business lies within the four walls of its 
collection department. 

Capital can best be stabilized by getting in 
the money when it becomes due, for only in this 
way can the merchant take full advantage of his 
discounts, which in most houses actually repre- 
sent the entire net profits. 

We all know that “turnover” in business is the 
keynote of its success. We must not confuse our 
minds, however, and consider the word only in 
its application to merchandise for while ‘“‘turn- 
over” of merchandise is vastly essential, turn- 
over in accounts is more vitally so, since the 
former depends so largely upon the matter. 

Capital is essential to success, and a good col- 
lection manager actually increases the working 


capital of any business and can save his house 
thousands of dollars in bank interest. 

Lack of capital is responsible for one-third of 
all business failures and can often be traced to 
indiscriminate credit and inefficiency in the 
credit and collection departments. 

One of the first questions your banker is likely 
to ask you when you present your statement for 
the purpose of borrowing money is, how often do 
you turn your accounts? It is not an unusual 
procedure for a bank to cut down all floating 
assets, to determine a safe basis upon which to 
make a loan. You can therefore well imagine, if 
your surplus or capital was equal to say one- 
third of your outstanding accounts and the bank 
depreciated these outstandings by 25% or 30%, 
how quickly it might eliminate your chances of 
borrowing. 

Close collecting is consequently essential, and 
it is impossible to overestimate the value of con- 
stantly driving after the money. 

Payment of interest on the customer’s part, is 
a poor excuse and a still worse remedy for over- 
due accounts. 

The average business man, if he wants to be 
successful or even exist, must utilize his capital 
in such a way that it will show four or five times 
what the customer would pay in interest. 


Qualifications of the Collection Manager 

It is therefore obvious that the successful 
credit or collection manager must possess more 
than average intelligence, his position is of the 
greatest importance and, fortunately, the value 
of his work is securing for him wider recognition 
every day. 

He should be a man of tact, patience and per- 
severence, of broad experience and trained ability. 
In addition to these qualities he should be a man 
of vision, imagination and sympathy. Above all 
things, however, he should be whole heartedly 
interested in his work, for only by being so can 
he develop the essentials to his own success. 

Another highly important attribute is courtesy 
of the true unfailing variety, and the intelligent 
collection manager will find this a valuable 
weapon in his work. 

The old adage of molasses and flies still obtains, 
not that we must accept any old excuse on the 
part of the debtor, or lack the courage to press 
his claim and insist upon payment, but in no cir- 
cumstance must he forget that courtesy, whether 
in speech or communication, is one of the great 
governing forces of his profession. 

This is particularly true of the retail stores 
where two very important things are desired. 

Firstly—The payment of the debt, and 

Secondly—The retention of the customer’s 
good will. 

Even though the collection manager may occa- 
sionally feel the desire or even necessity to adopt 
a harsh or threatening attitude, these methods 
should never be resorted to, unless he is fully cog- 
nizant of their possible effects, and is satisfied to 
assume the responsibility therefore. 

Personally, I would classify a collection man- 









































gO IG hen? pas OE ae UE eR a BO 
F, 











12 THE CREDIT WORLD 


[Every Member Get a New Member 





ager as grossly incompetent who, in the general 
accomplishment of his purpose, lost customers 
for the house. 

Always remember that even debtors, degener- 
ate as they may appear in your eyes are never- 
theless human, and that somewhere within their 
debt saturated hides reposes a sympathetic cord 
responsive to the right touch. 

Make the debtor feel that instead of being an 
enemy to society and mankind in general, and 
you his nemesis, that you are his friend, ready 
and willing at all times to give him the value of 
your own experience as a collection manager, in 
devising some way of paying his debts. 


Patience and Courage 

Again, the collection manager must have cour- 
age and not be easily disheartened. 

There are other virtues symbolized by “‘P. P.” 
besides ‘“‘Prompt Pay,’’ and they are ‘Patience 
and Persistency.”’ 

Remember that fortunes are like Mother Na- 
ture, they change with the processes of time, un- 
dergoing various forms of revolution and evolu- 
tion, and whilst a man may be unable to meet 
his obligations at one time, he may well be able 
to take care of them at another. 

If the debtor is cognizant of your dogged per- 
tinacity he may settle voluntarily, and unless the 
account is outlawed, there are innumerable meth- 
ods, including that of the law, which may be 
utilized to bring about the desired results. 


Value of Accounting 

The collection manager, who is also an ac- 
countant or a good bookkeeper, realizes only too 
well the great value of this added knowledge. It 
helps him to keep in faithful and intelligent touch 
with his work, and to devise and put into oper- 
ation systems and methods of controlling and 
distributing his accounts, which will contribute 
greatly to the success and efficiency of his de- 
partment. 

It also enables him to analyze a business state- 
ment and makes him better able to appreciate 
the value of collection statistics. 


The Collector as a Correspondent 

Herein lies the greatest asset in successful col- 
lecting, for the most important and fundamental 
qualification of the collection manager is un- 
doubtedly his ability to write the letters that 
produce results. Most of his work is accom- 
plished by letter, and he should not lose sight of 
the fact that this method of conveying his 
thoughts is merely another form of personal con- 
versation. Power of expression should be thor- 
oughly developed, so that the same forcefulness 
can be put behind his letters as he would employ 
if the debtor were actually before him. 

If, for lack of opportunity or other causes, the 
young collector or credit man feels he is deficient 
in this highly important respect, he should take 
up a correspondence course under competent in- 
structors. In no phase of his work will he en- 
counter the stumbling blocks, embarrassment and 
humiliation as in his inability to express his ideas, 
without offending the customer or reflecting upon 
the prestige of the house from which his com- 
munication is sent. 


Advantages of Law 


The collection manager need not be a lawyer, 
but he will find a good knowledge of common law 
almost invaluable, for he must constantly keep 


his eye on eventualities. Especially is this true 
of a business involving interstate transactions. 

For instance, in the instalment business, or in 
a business where sales are made conditionally, 
or under consignment contracts, the laws of the 
different states offer a wide variation of oppor- 
tunity. 

In some states the law requires that a certain 
proportion of the amount already paid by the 
customer must be refunded before the goods can 
be replevined under an instalment contract, no 
matter what the term of the contract. 

The collection manager should also know law 
to appreciate how far he can go without risking 
libel, in other words, he should possess sufficient 
knowledge of the law to respect it and keep him 
out of trouble. 


Co-Operation Between the Credit and 
Collection Departments 


These two departments are so closely allied 
that a constant spirit of co-operation and friendly 
intercourse should exist between them. 

The collection manager cannot successfully 
carry out his work in the collection of his accounts 
unless he is in a position to ascertain promptly 
and correctly the credit standing of the delin- 
quent. 

Without this information he might as well pur- 
chase a set of dunning stickers and hand the 
work over to the office boy. 

Failures, deaths, divorces, crime, financial 
disasters and other disturbing elements bearing 
upon their customers, should be discussed very 
fully and freely between them, and any informa- 
tion derogatory or otherwise affecting their ac- 
counts should be promptly reported to each other. 

When an account of large proportions is con- 
siderably overdue, a little assistance upon the 
part of the credit department in making a re- 
vision of the customer’s references will frequently 
reveal information in the possession of a fellow 
credit man, which will often determine the best 
steps to pursue to bring about a settlement. 


Complaint Department 

The collection and complaint offices should 
work very closely together. Occasionally pay- 
ment is held up by reason of some complaint, 
and anything of this nature relating to charge 
matters should be immediately communicated to 
the credit or collection departments. Many a 
good account has been lost through neglect of 
this important detail, and there is nothing more 
irritating to a customer with a just grievance 
than to be the recipient of a series of duns, pend- 
ing the adjustment of her complaint. It is a 
very good idea to have in the complaint depart- 
ment a special book for the listing of all charge 
complaints, and where the volume of business 
warrants it, it is still better to have a separate 
complaint department for all charge matters. 


The Outside Collector 


It is a great mistake to imagine that any kind 
of an individual will suffice to fill this important 
position, and you should be more than particular 
about the ability, manners and dress of the man 
you send out to represent you. 

The credit or collection manager should not 
forget that the collector is a representative of the 
house, and that the language he employs in his 
interviews reflects from the customer’s point of 
view, the attitude toward her of the firm from 
which he is sent. 
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He should be tactful, courteous, energetic and 

rsistent. 

He should possess sufficient intelligence and 
knowledge of human nature to approach a cus- 
tomer tactfully. 

The failure to obtain a reply to your requests 
for payment may often arise from other causes 
besides neglect or inability to pay. Sickness, 
death in the family, or an extended absence from 
home, will frequently cause delay, and a house 
that spends its time and money in building up 
its charge clientele, does not want and cannot 
afford to have the structure ruthlessly torn down 
by ignorant, insulting and offensive methods on 
the part of its collectors. 

Nothing is so humiliating to the average woman 
as to have this class of individual calling upon her. 

The right training of collectors at the com- 
mencement is highly important, and they should 
be made familiar in a general kind of way with 
the business of the house, so that they can dis- 
cuss their accounts in an intelligent manner 
if the customer raises any objections or makes 
excuses for further delay in meeting her obliga- 
tions. 

A good collector, in the event of non-payment, 
will obtain a definite promise for the near future. 
He will also bring back to the credit man all the 
information as he has been able to glean regard- 
ing the debtor, his financial, or apparent financial 
standing, his reputation in his community, the 
quality of house he maintains, and the nature of 
the district he resides in. 

The work handled by the collector should be 
done in a systematic manner, and all reports and 
promises brought in by him should be properly 
filed, and diary dated, so that he can relieve the 
office of a lot of detail by doing his own routing 
and follow up. 

A simple system in daily use is the collector’s 
daily report sheet, which shows at a glance what 
he has accomplished. This should be made in 
duplicate—one copy being left at the office, and 
should contain the ledger folio, name and address 
of customer, amount of debt, amount collected, 
and a space for his report. 

The report column is very important. 

Regarding the question of his compensation, 
a good idea is to pay him a salary and a commis- 
sion on the amount collected. This creates an 
incentive and will add greatly to the success of 
his work. 

Just one word more before leaving this subject. 
Don’t hire the cheapest man you can find. A few 
dollars extra will prove a wise investment and 
will earn for the house the respect and continued 
patronage of its customers. 


Classification of Debtors 


Debtors may be classified under four headings, 
familiarly known to all of us, as— 
1. Prompt Pay. 
2. Stow Pay. 
3. Bap Pay. 
4. Won’t Pay or JUDGMENT PROOF. 
Prompt Pay: ‘The first of these requires little 
or no consideration, and comprises those debtors 
who take care of their obligations voluntarily, 
tither upon receipt of the bill or within a reason- 
able time thereafter., They usually require no 
prodding or watching. Care should be taken, 
however, not to drift into the common error of 
allowing the good pays to obscure your sense of 
judgment. A scrutiny of their accounts from 
time to time is essential, otherwise you may find 


yourself a victim of the old confidence trick. 
“A few prompt payments and a legacy in the 
form of a big bad debt,” or to put it more classic- 
ally, ‘‘A perpetual reminder of a misplaced -con- 
fidence.”’ 

Siow Pay: Under this caption comes possibly 
the biggest percentage of any store’s accounts. 
If the credit man were allowed to accept orders 
only from customers of proved credit standing 
and prompt pay, refusing those concerning whom 
there was the slightest question, there would be 
no need for the collection department. 

To exist, however, we must have trade. To 
refuse to sell the slow customer would be to cut 
off a large portion of our business and a very sub- 
stantial portion of our profits. 

Since, therefore, it is the desire of the average 
credit man to sell all who will eventually pay, 
and refuse credit only to those who will not, we 
will always have the slow pay upon our books. 

Debtors who come in this class either can’t or 
won’t pay their bills in time. 

They also find their way into this category 
from many other causes, such as: 

‘“TEMPORARY FINANCIAL EMBARRASSMENT. 

““PoOR MANAGEMENT ON THE PART OF THE 

DEBTOR IN Not KEEPING His PERSONAL 
EXPENSES OR THOSE OF His FAmMILy 
WITHIN THE Limits oF His INCOME. 

“INDISCRIMINATE CREDIT ON THE PART OF THE 

CREDIT DEPARTMENT AND Too MucH 
LATITUDE OR INDULGENCE IN PERMITTING 
THE CUSTOMER TO ACQUIRE THE HaBivT.”’ 

Many, also can be found in the slow pay class 
who are strictly honest and of perfectly good in- 
tentions. Occasionally circumstances entirely 
beyond their foresight or control will put usually 
prompt pays into this category much to their own 
chagrin. 

These cases require careful and special con- 
sideration, and the collection manager should 
study the conditions very carefully before arbi- 
trarily going ahead to push his claim, which may 
add to the confusion and embarrassment of the 
debtor, and possibly delay still further the pay- 
ment of the account. 

The collection manager’s experience should 
enable him to suggest means to the debtor to 
peacefully consummate settlement, and it has 
been the writer’s experience that unless the 
debtor is hopelessly down and out, a little sym- 
pathy on the part of the collection department 
will make payment reasonably sure. 

Again there are people, such as farmers, who 
depend upon the seasons for their incomes. 
Farmers could not possibly trade with you if you 
held them to your thirty or sixty-day terms, 
rather they must be permitted to make, within 
reason, their own terms, depending largely upon 
the success of their crops and the returns from 
the marketing thereof. 

There are also some men who, upon finding 
themselves the victims of adverse circumstances 
or are forced into a bad condition by sheer in- 
capacity, seek refuge in the Socialistic Doctrine 
that “the world owes them a living,’”’ and they 
don’t propose to starve in order to pay their 
debts. 

Slow pays invariably show an utter disregard 
for the specified terms of purchase so long as they 
keep within the boundaries of credit safety, in- 
sofar as it affects their credit standing. 

Although they ultimately pay their accounts, 
they do so according to their own conceptions of 
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promptness, but all too frequently not until they 
see the danger signs. 

Great care should be exercised by the collec- 
tion manager not to allow the slow pay habit to 
develop until it is dangerously near the barrier 
dividing the slows from the bads, for it becomes 
increasingly difficult to insist upon prompt pay- 
ment if the customer has previously been per- 
mitted to take several months without protest. 

Careful consideration must always be given to 
the reason why a debtor is or has become slow 
pay. The collection manager most intimately in 
touch with these conditions will fare best, and if 
he doesn’t know them he should make it his busi- 
ness to try and find out. 

Slow pay customers, however, should be han- 
died with great care and every effort made to 
effect settlement in such way that the good will 
and patronage of the customer can be held be- 
cause it is quite usual a very profitable and de- 
pendable trade. 

Bap Pay: Under this heading we usually find 
those who can pay but won’t do so until they are 
forced. Despite the utmost precautions, they 
will occasionally get on our books, and are apt to 
reflect upon the efficiency of the credit depart- 
ment. 

They are a menace to the peace of mind of the 
collection manager and the tranquility of the 
collection department. Duns, all the way from 
pleading persuasiveness, to threats conjuring up 
visions of dire consequences, have no effect upon 
these hardened sinners. They are absolutely in- 
different to any unfavorable credit opinion, seek- 
ing only further opportunities to exercise their 
rascality. They make promises that have no 
value, since they are never kept. 

No sympathy should be shown where a man 
has earned a reputation as a chronic bad pay and 
if by some misfortune he secures credit, every 
conceivable kind of rressure should be brought 
to bear upon him and no effort spared to make 
him disgorge. 

There are many systems in vogue which will 
help you to keep relentlessly after this type of 
debtor, such as collectors, commercial agency 
blanks, attorney letters, awkward calls, gar- 
nishee notices, and threats of prosecution. 

Won’t Pay or JUDGMENT ProoFr: Debtors 
who come in this class are usually those without 
responsibility, property or even conscience, and 
who don’t intend to pay their bills. 

The professional ‘‘deadbeat”’ enjoys these char- 
acteristics. 

These accounts, however, should be rare and 
the uncollectible ones still rarer. 

They usually find their way into the bad de- 
partment account, which is the graveyard of the 
credit department, since this is the place where 
the unfortunate mistakes of the credit man are 
buried. 

After an account is written off, however, it 
should not be entirely forgotten, for a debtor’s 
fortunes may change for the better; he may suc- 
ceed to property, inherit wealth, and for many 
other reasons deem it expedient to pay, more par- 
ticularly if he finds you are still after him. 

Never abandon hope of recovering a debt, even 
though it languishes in the profit and loss account, 
for it is never really bad unless the debtor leaves 
the country without trace, or dies and leaves to 
posterity nothing more substantial than his un- 


paid bills. Collection Systems 
There are many valuable systems in daily 


usage, but the time at my disposal will only 
permit of a brief reference to some of them. — 

In the first place, your own system must de- 
pend" largely upon the policy of your house 
towards its patrons and the leniency it desires 
you to exercise in handling delinquents. 

It is, therefore, a very good idea, particularly 
for a credit man entering a new place of business, 
to ascertain the sentiment of the house in this 
respect. 

There must, however, be a good established 
policy wherever you are, and perfect co-ordina- 
tion between all branches of the business affect- 
ing the credit and collection departments. 

There must be a proper system which will in- 
sure the accounts being handled systematically 
when they become due, and prevent them being 
overlooked, otherwise it will render collections 
all the more difficult, make dunning haphazard 
and incidentally invite loss. 

THE OVER-DUE AccouNT: One of the first 
things we must decide is ‘‘when is the account 
over-due?”’ 

In some houses an account is considered over- 
due when it is not paid within thirty days, others 
allow sixty days, still again there are many 
houses which consider their customers prompt 
if the account is settled in ninety days. In fact, 
not long ago, one of our own members stated that 
in his house, many customers were permitted to 
take six months credit, and still retain their good 
credit standing. Consequently, this must be 
determined by the individual circumstances of 
the case and the policy of your house. Generally 
speaking, however, an account is over-due if it 
is not paid in ninety days, and an account at this 
stage should ordinarily be transferred to the col- 
lection department for attention. 

Many houses have a set mechanical system 
which works like a machine. On the first of the 
month the customers receive their bills, on the 
fifteenth of the following month a statement, on 
the twenty-fifth a No. 1 letter, on the tenth of 
the following month a No. 2 letter, the twenty- 
fifth of the same month a No. 3 letter, and then 
in the early part of the third month a reminder 
that if the account is not paid in ten days it will 
be transferred to the attorneys for collection. 

This is a very unwise method, for if there is 
one thing more than another that the credit or 
collection manager should guard against, is to 
sacrifice his individuality and allow his work to 
resolve itself into a mere mechanical process. 

When an account reaches the stage of delin- 
quency, it should be governed in accordance with 
its own peculiar conditions. 

Especially is this true of many of our good 
accounts, for certain individuals, such as senators, 
congressmen and State officials are required to 
absent themselves from home for extended 
periods at a time, and I can conceive of nothing 
that would more quickly incline them to close 
their accounts than to find upon their return a 
series of duns, increasing in violence as the time 
had progressed. : : 

The first statement following the itemized bill 
is usually sent out by the bookkeeping depatt- 
ment, and should Contain a polite reminder of 
your terms, preferably printed in red to command 
attention, as: 


Terms, Cash; Payable Monthly 


One large Boston house has all its statements 
something like the following: 


collect 








ments 
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“For the convenience of patrons who are 
large purchasers, we are pleased to keep an 
account of the entire months shopping, to 
be paid for promptly when itemized bill is 
presented.” 

In fact, nothing is lost by having your charge 
terms boldly printed on all dunning literature. 

When, according to the system of the house 
the account is delinquent, a statement should be 
made out and turned over to the collection man- 
ager, who in turn should make a record of it on 
a collection card. 

On this card should appear all possible infor- 
mation regarding the account so that the collec- 
tion department may proceed intelligently with 
its work. Space should be provided in which 
to list the date and nature of letters sent out 
and replies, if any, from customers. It should 
also contain any information received from the 
outside collector. On it should also appear a 
record of collections, and the General Ledger 
should be so marked that no cash can be posted, 
or other credits entered, without being brought 
to the attention of the collection department, if 
they are to keep their records in order. 

From this stage on the work of getting in the 
money will rest with the collection manager, and 
his modus operandi will depend largely upon his 
own intelligence and ability. 


Value of Follow Up 


A perfect follow-up system, however, is un- 
doubtedly the secret of successful collecting. 

There is one thing the collection manager 
must bear in mind, that the events of the day are 
too crowded and pressing to try to commit his 
work to memory. 

He should, therefore, have a system of daily 
reminder if he wants to avoid trouble. This is 
best accomplished by using what is commonly 
known as the “‘Diary Dating System.” This 
usually consists of two or three sets of files or 
folders numbered consecutively from one to 
thirty-one, representing the current month and 
the two succeeding ones. 

When a special letter is written requiring an 
answer it should first be noted on the collection 
card and the duplicate or memorandum thereof 
filed under the date set by you for a reply. 

The same procedure applies to promises made 
by the debtor which should be placed under the 
date of agreed payment. 

In this way nothing is left to chance, and 
whether the collection manager forgets or not, 
the matter will turn up automatically on his desk 
every few days. With such a system there is 
very little possibility of accounts getting con- 
siderably over-due or approaching bad debt stage 
without the collection or credit man knowing it. 

Before reaching your desk the Daily Folder 
should first be taken by the bookkeeper to have 
the receipts of any payments or communications 
or the debtor noted on the memo awaiting 
reply. 

Some credit managers require the unanswered 
matters only, left in the folder. 

The writer has found it a good idea, however, 
to have the collection department leave all let- 
ters in the folder until he has seen them, as there 
isa certain amount of satisfactionin going through 
the file and noticing the progress of collections. 
This is particularly true of accounts which may 
have been causing you worry. 

If an account is of considerable proportions and 
collection letters have produced no results, the 





matter should be referred back to the credit man 
for instructions regarding further action. 

Even when the account is finally settled it 
should be referred to the credit man, who will 
then determine whether it is his desire to grant 
any further credit. Sometimes it is more ad- 
visable where any considerable difficulty has been 
experienced in effecting settlement, to close the 
account entirely, in which event all information 
accumulated during the process of collection 
should be filed with the application for future 
reference. In fact, it is a very good idea to file 
all collection correspondence with your appli- 
cation if the account has been troublesome, for 
if the customer should again become delinquent, 
a glance at your files will immediately disclose 
your previous experience and might result in a 
much quicker settlement by reminding the 
debtor of his former habits. 


Part Payments 


If in the process of dunning, the debtor makes 
a payment on account, this fact should be com- 
municated immediately to the credit manager, 
because it is usually an indication on the part of 
the debtor that she is unable to take care of her 
obligation in full or according to your terms. The 
knowledge will provide a way in determining 
future dealings with the customer. It is very 
bad practice to encourage part payments, par- 
ticularly on these accounts, because it is some- 
what difficult to take objection to the method of 
payment when once you have permitted the cus- 
tomer to form the habit. 


Attorneys and Legal Proceedings 

Many of us hesitate to take legal proceedings 
or transfer accounts to attorneys for collection 
for obviously good reasons, a few of which are 
as follows: 

When the account is transferred we practically 
break off all further business relations with the 
debtor. 

We harbor against him a feeling of resentment 
and distrust and are not inclined to check him 
again even though his account be paid and he is 
still worthy of credit. 

Again, and by no means least, is the difficulty 
one usually experiences in obtaining returns from 
an attorney. 

It is often more difficult to collect an account 
from him than the debtor himself. The profes- 
sional lawyer as a rule is a poor collector and a 
still worse business man, and when once the ac- 
count passes into his hands it usually requires 
vigorous following up on your part if any results 
are to be achieved. 

Some lawyers, however, specialize in collec- 
tions, and if you deem it expedient to use an 
attorney—after all other processes have failed— 
preference should be given to attorneys of this 
nature. 

Settling Claims Out of Court 


It should be the aim of the collection manager 
whenever possible, to settle claims out of court. 
To do so is not only highly commendable, but it 
will earn for him the good will and appreciation 
of his firm. 

No house desires to earn a reputation through 
the amount of law suits it brings against its cus- 
tomers. 

In fact, it is very rare that the name of the 
house to whom the money is owing appears in 
an action at law, suits being brought usually in 
the name of an assignee. 
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Collection Letters and Correspondence 

In no branch of the credit and collections man’s 
work is diplomacy and discrimination more 
needed than in letter writing. 

The very foundations of our collection sys- 
tems are the letters we employ. 

Everyone within this room is no doubt familiar 
with the quick collection systems, which usually 
consist of a series of gaudily colored stickers and 
rubber stamps, commencing with ‘‘Please Remit”’ 
and ending with a threat to commence suit un- 
less the account is paid in so many days. 

This kind of system may have been all right in 
the dim and distant past, but is wholly imprac- 
ticable for present-day needs. 

In these times of liberal credit and keen com- 
petition, the collection letter must be something 
more than a mere demand for payment. It must 
not only overcome the debtor’s natural reluctance 
to pay his bills, but it must accomplish it in a 
way that does not offend, particularly if you de- 
sire to retain the customer’s good will. 

In almost all collection letters the credit man 
is between two fires, for if his demands lack force 
the results may be disappointing, and, if too 
strong, he risks losing a customer. 

To strike the happy medium and steer a middle 
course, is what counts most in his success. 

I have often heard it said, that “the art of letter 
writing has lost art,’’ and a glance over the aver- 
age collection letters would seem to go a long 
way towards supporting this statement, for one 
letter is as much like the other as the traditional 
two peas. 

They suggest having been copied from some 
universal Correspondence Manual. 

The fault with most col'ection letters is that 
they lack the grip of personality. They don’t 
sound natural, or anything like what you would 
say if you had the debtor before you. 

After all, a letter is merely a convenient way 
of saying something to someone you cannot per- 
sonally reach at the time, so let your letters con- 
vey as much of the personal element as you would 
infuse in your conversation. 

There is an ever-present tendency in letter 
writing to indulge in language and expressions 
which are not characteristic of the writer—if you 
should talk with him in his own office. 

Avoid stilted or conventional phrases or long 
involved sentences. The essentials of a good 
letter are clearness, terseness, diplomacy, per- 
suasiveness and forcefulness. Above all things be 
dignified and courteous. Rudeness, bluntness 
and sheer brutality will achieve you little. 

Whilst a good business letter should be brief 
and terse, terseness should not be carried to the 
point of brusqueness, or it may become offensive. 
Many a man who prides himself on the frankness 
and plain spokenness of his letters is often flatter- 
ing himself, for, far from being frank he is simply 
blunt, and nothing will give offense more quickly 
toalmost any customer, let alone the sensitive ones. 

Be generous in the use of paragraphs so that 
you can bring out in clear relief the points you 
desire to emphasize. 

Be firm in your demands and do not use a poor 
mouth. In writing letters to delinquents there 
should be no occasion to resort to excuses in seek- 
ing payment. The money is due and it should 
be paid. Nobody knows this better than the 
debtor himself, and excuses simply weaken your 
demands and give him additional courage to 
withhold still further the payment of his bill. 


Never allow the debtor to infer that if it were 
not for pressing circumstances you would not ask 
for the money due you, for if you do, he may 
very reasonably assume that you have no real 
objection to carrying his over-due account, so 
long as you are financially able to do so. 

_Avoid the use of slang, it detracts from the 
dignity of your letter and, whilst it may sound 
clever to you, it will probably produce more 
amusement than money, and the former at your 
expense. 

I often recall with much humor a copy of a 
letter I once saw in the office of a Providence 
Manufacturer, sent out by a young man fresh 
from college. It read somewhat as follows: 

“To take two months to pay your bill is 
bad enough, but to take a discount in addi- 
tion is, in our opinion, ‘Crowding the 
mourners a little too much’.”’ 


Form Letters 

Form letters can be utilized to very good ad- 
vantage providing they are used with discrimi- 
nation. Great care, however, is necessary in 
their composition, and the mistake should not be 
made of writing one set of letters to be used in 
all cases; for instance, the demands you send out 
for a fifty-dollar account cannot always be used 
for a five hundred dollar account. 

Each case must be handled according to the 
conditions connected with it. The credit and 
collection man may nevertheless employ form 
letters very successfully, especially if they guard 
against the all too frequent error of becoming 
too mechanical in their use. Form letters should 
vary in style and be revised at least once every 
six months, otherwise they will become familiar 
to the debtor and your letters will lose the effect 
which you had expected of them. 

Where the amount of collections is consider- 
able, it will be found a very wise investment on 
the part of the house to install its own mimeo- 
graph machines, for then the letters can be filled 
in with the same shade of ribbon. 

Care should be taken with form letters printed 
outside to secure a ribbon which will match in 
color—this is of the greatest importance, for we 
are all familiar with the form letters, in which 
the color of the name and address varies several 
shades from that of the body of the letter, and 
it is not difficult to imagine why such letters all 
too often reach the waste paper basket without 
being read. 

It is not my intention to bore you by including 
in this brief the various forms of collection letters 
used, but for the convenience of those of you, 
however, who would like to look over what I 
consider successful letters sent from my office, 
I have attached copies hereto. They may be in- 
spected by anyone who cares to take the trouble 
to look at them at the close of the meeting, or 
at the office of the Secretary, where they will be 
filed. If, on the other hand, you desire me to 
read some of them to you, I will be happy to do so. 


Taking Advantage of Local Conditions 


The collection manager should always take ad- 
vantage of every little opportunity that the cir- 
cumstances of his position afford him; for in- 
stance, if you have several stores, and happen to 
be in a branch establishment, as the writer is in 
Brooklyn, the effect of introducing your head 
office usually has good results. 

It also puts you in a position where you call 
appeal to debtors without personally incurring 
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their displeasure or criticism, or even jeopardizing 
their patronage. 
The following few extracts from some of the 









prises me, as I was under the impression, 
etc., etc. 


letters I have sent out will better illustrate my 


point: 
T Deas Madam: 

In closing our books for the half year, our 
auditors were required to draw the attention 
of our head office to all accounts over ninety 
days old, etc., etc. 


Then again: 


Dear Madam: 

We are required to file with our head office 
on the 10th of each month a list of all ac- 
counts of 90 days’ standing. In this connec- 
tion, etc., etc. 


or when purchases are made on an account al- 
ready over-due you can again bring in the head 
office in this manner: 


Dear Madam: 

We thank you for the orders which you 
kindly placed today, but regret to notice 
upon glancing at your account that purchases 
made as far back as -............... still remain un- 
paid. As we are not permitted by our head 
office to compile accounts month upon month 
unless the preceding account has been taken 
care of, etc., etc. 


Then again we have a letter of this nature: 


Dear Madam: 

We have been requested by our head office 
to file with them by the 15th of this month a 
list of all accounts of 90 days’ standing. In 
connection we notice, etc., etc. 


A letter of this nature is particularly good 
where you know the debtor, or where he or she 
happens to be of good standing. It should be 
sent out from your executive office, signed by 
you, and in almost all cases will be acknowledged 
by the recipient. 

There are other special cases where an appeal 
to pride, vanity or integrity, will produce equally 
good results. 

Many times we find good accounts on our 
books, fearfully slow, but still highly desirable, 
and we hesitate to threaten suit even after the 
usual processes of dunning have failed. 

In cases of this nature, although you know full 
well that the husband is cognizant of the debt, 
assume that he is innocent. You can thus place 
him on a pedestal of virtue as it were, and put 
him in such a position, that he must either justify 
your assumed impressions by promptly remit- 
ting, or admit his knowledge of the delinquency. 

The following letter has been found to produce 
excellent results, and in nine cases out of ten 
brought both a check and a letter of apology: 

Dear Sir: 

Repeated applications addressed to your 
residence regarding the enclosed account, 
time bark te .............. last, having 
elicited no response whatever, we can only 
assume that the family must either be away 
from home or that our correspondence has 
not been reaching you. 





You can also emphasize the matter to the point 
of threatening to withdraw the privilege of charge 
or commence suit, and it can be done in such a 
manner that the customer gnay pay the bill and 
still trade with you, for instance: 

Dear Madam: 

We regret we have had no response to our 
several communications regarding your over- 
due account. We particularly regret this, 
inasmuch as we have received instructions 
from our head office to transfer all accounts 
of six months’ standing to our attorneys for 
adjustment. The writer feels, however, that 
there is no occasion to take these arbitrary 
steps in your case, etc., etc. 

Again, I had occasion to press a customer 
living up State whose account had reached the 
point where I was making a final effort before 
transferring it to our attorneys. I wrote to her 
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We have, therefore, taken the liberty of 
sending this to your business address— 
taking the precaution to register it—so that 
it may reach you personally, when we know 
the matter will receive immediate consider- 
ation. 

Our records indicate that it has been your 
practice to take care of your accounts prompt- 
ly when they became due, and it is naturally 
our desire to obviate any adverse rating 
which you might otherwise suffer over a 
matter with which you have possibly not 
been made familiar. 

Regretting the necessity of troubling you 
and thanking you for your esteemed patron- 
age, we are, 

Yours very truly 
OPPENHEIM, COLLINS & CO. 


Conclusion 


g along the following lines, registered the letter 

s and got her check: 

l, Dear Madam: 

I We are at a loss to understand why you 

- continue to ignore our communications re- 

1- garding your long over-due account. The 

le writer particularly regrets this, as he is re- 

or ceiving no small amount of criticism from 

ye our head office for not taking action sooner. 

0 We thought, however, when credit was 

0. granted, that you would take care of your 
obligations promptly when they became due, 
and still think it is your honorable intention, 

d- etc., etc. 

r- Again the credit man can assume an attitude 

nl of surprise, and obtain very good results by writ- 

to ing letters along the following lines: 

in Dear Madam: 

ad On the first of every month there is placed 
on my desk a list of all over-due accounts, 

ne and I regret to notice that there are items still 





open’on your account dating back for a longer 
period than 90 days. This somewhat sur- 






There are many additional methods of going 
after the money, but, unfortunately, the time at 
my disposal will not permit of more than a passing 
reference to them. They include the use of: 

Registered Letters, 

Credit Threats, 

Commercial Agency Duns, 

Telephone Calls, 

Awkward Calls, i. e., at a time most inoppor- 

tune to the debtor, 

Corresponding Attorneys, 

and innumerable other devices with which 
you are all more or less familiar. 

The brief has already been somewhat, though 
necessarily, long, and I realize only too well that 
I must have overlooked many important details 
in connection with this important subject. 

I do not wish, however, to presume further 
upon the patience you have so generously mani- 
fested, and modestly hope that what I have 
already said will repay you in a small measure 
for your kind indulgence. 
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THE MEMBERSHIP CAMPAIGN 


MARCH SHOWS INCREASE OF 402 


CLASS “A” 


Missouri, with Sig. Wolfort, Chairman, still leads Class “A” 
but, New York, with J. A. Connolly, State Chairman, is only eight 
points behind, while Ohio, with Bill Gray, Chairman, is coming 
strong, having shown the largest gain for the month. 


A new Association at Philadelphia will help Pennsylvania 
record, but the names have not as yet reached the National office. 


CLASS “B” 


Oklahoma, with E. R. Suits, Chairman, nobly assisted by J. C. 
Rayson and National Director McMullin, leads Peerless Tennessee, 
but Dave Gaut says he is just starting to work. 


California got into the running by sending in thirteen new 
members during March. 


Chairman Nagle, of Minnesota, says ““Watch him in April.” 


CLASS “C” 


Nebraska, with Mrs. Daly, our only woman Chairman, leads, 
but Watson, of Washington, is close on her heels, while Chairman 
Pohle, of New Jersey, and Reed of Colorado, are having a battle 
for third place. 


CLASS “D” 


South Dakota, with M. T. Coogan and a real live Committee 
have done wonders with a limited field, and Dave Sanger of District 
of Columbia dropped to second place, with Moore, of Arizona, third. 


Don’t stop—keep up the good work. Start Local Asso- 
ciation where there are ten members; get the units organ- 
ized and working. We expect at least 500 during April. 
More members means more service—more co-operation. 


It’s to the interest of each member to increase our num- 
ber. Back up your State Chairman. Only 120 days remain 
before our Convention. 


REMEMBER— 


EVERY MEMBER GET A MEMBER 
MEANS TEN THOUSAND BY AUGUST. 


THERE ARE 100,000 PROSPECTS; 
YOU CAN GET AT LEAST,ONE. 
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diate attention, 


Being members of the Retail 
Credit Men’s National Associa- 
tion, we are interested in the 
protection of individual credit 
and as this account is long past 
due, it should have your imme- 
thereby keeping your credit good. 


REMEMBER credit is a trust imposed in you, and 
you should safeguard it by prompt settlements. 





These stickers, 2"x 4", can be obtained from the National 
Office at $2.00 per thousand. They help collect the slow ones. 
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It has taken 

35 years of hard work 
to develop the organ- 
ization making Na- 
tional Cash Registers 
TARTING with two employees 


in one little room, The National 
Cash Register Company now has a 
making organization of over 7,000 
people working in 21 big buildings. 


It has taken 35 years to develop 
this tremendous organization. 


Many obstacles had to be overcome 
in those years. Money, time, and 
energy were thrown into the enter- 
prise by large-visioned men who 
believed that cash registers were a 
necessity in stores of all kinds. 


Slowly but surely the business grew. 
Building after building sprang up to 
house the expanding organization. 
The National Cash Register factory 
of today is the result. It is built on a 
foundation of faith in the cash reg- 
ister as a business necessity. It is 
dedicated to the making of a labor- 
saving machine that helps mer- 
chants, clerks, and customers. 


The National Cash Register Company 
Dayton, Ohio 


Offices in all the principal cities of the world 

















THE CREDIT WORLD 


[Every Member Get a New Member 





DANGER AHEAD! 


By W. Ries, Credit Mgr., Mme. Lichtenstein, 
734 Fifth Ave., New York 


Will it come, and, if it does come, when will it 
happen?—the crash, the tumbling of prices with 
its effects upon the economic structure and—upon 
your accounts receivable. 

In the far distance we see some disquieting 
signals of a restless business movement, the 
debacle of the foreign exchange. The result of 
which is the sudden reduction of export orders, 
the suspension of the granting of further credits 
to foreign and particular European customers 
and an increasing anxiety over the soundness of 
the credit risk on the other side. And in addi- 
tion to all this we experience a tremendous in- 
crease in the importation of goods into this 
country. 

Will these symptoms of an approaching dis- 
turbance disappear again or will they have to be 
taken as a warning to carefully watch develop- 
ments? 

The great surplus in merchandise and capital 
of this country has found a ready market abroad 
but while the excess merchandise was shipped out 
at an amazingly big rate, capital has hesitated to 
transgress the boundaries of the United States 
to any great extent. 

As a credit-granting nation, this country has 
been rather reluctant to put any large amounts 
at the disposal of its foreign customers, and this 
fact has been largely responsible for the extra- 
ordinary fall in the exchange of the various coun- 
tries of Europe. As a logical consequence they 
are gradually forced to considerably reduce their 
purchases which they are unable to finance, and 
the surplus of the merchandise manufactured 
here and imported from abroad will be thrown 
on the domestic market, thus forcing a price 
reduction. 

True enough, the demand of the home market 
is enormously big; true enough, the reserved 
savings and the increased buying power of the 
public at large is still and yet unimpaired, but it 
must not be overlooked that inflated prices and 
credits will probably not be able to stand a 
serious decrease in the demand an increase in 
offers. 

Thus, in analyzing the retailer’s statement, 
the wholesale credit man will have to bear in 
mind that the merchandise item is subject to 
great and sudden fluctuations while the out- 
standing accounts are liable to shrink in their 
actual values. And then, will the debtor be 
prepared to stand losses which he might sustain? 

The two main sources of income of the retail 
accounts, dividends, interests and salaries, will 
be next to be affected by any disarrangement of 
the machinery of Commerce and Industry, and, 
no doubt, it will be the first source that will ex- 
perience a quicker reduction. With this will 
come a falling off of property values, and many a 
man might find himself to be worth considerably 
less than only a short time ago. Salaries, which 
form the greater part of the overhead expenses of 
any concern, will naturally also have to bear 
some reduction and, while the majority of our 
customers, no doubt, are honest and try hard to 
meet their obligations in the promised manner, 
many an account will be faced with the perplex- 
ing task to make both ends meet. 

When, and if, the critical moment arrives, the 
account that has bought to its full capacity will 


have to stand a severe test of its honesty as well as 
of its ability while, of course, the account that 
= allowed to overbuy will collapse immedi- 
ately. 

Of course, as business seekers and as credit- 
men, we are between the devil and the deep sea. 
Shall we turn down the account that had a fairly 
good record but of which we know is going be- 
yond its means, for if we do let the customer 
walk out, she or he is bound to get credit some- 
where else, and this will happen at all times. 

No doubt, we all know that in the end it pays 
to be careful, provided this end ever comes, but 
how about those thousand and thousands of 
dollars of business that are just passed around to 
the other fellow who is willing to take a chance 
and only too often gets away with only a slight 
injury which an extra large profit will take care 
of. But while the gambler will or might win 
sometimes, the careful credit grantor who is 
anxious to protect himself as well as his fellow 
creditmen will be the loser, if only for the time 
being, for if the other man had not given him any 
further credit and kept the account within its 
proper limits, the account with all probabilities 
would have been saved and we would not have 
to knock at the door of the P. and L. account. 

Let us co-operate and educate the public to 
the necessity of living within its means and of 
taking a responsibility only when one is sure that 
one can take care of it properly. 





NEW COMMITTEE CHAIRMEN 


President Blackstone has made the following 
appointments: 

Mr. E. B. Heller, of Heller & Livingston Cloth- 
ing Co., St. Louis, is appointed Chairman of the 
Credit World Committee, succeeding Mr. Wright, 
of Los Angeles (resigned). Mr. Heller, being in 
the same city as the editor, is in position to keep 
in constant touch with him. Mr. Heller is Presi- 
dent of the St. Louis local association, and is 
one of the most energetic workers in our ranks. 

Mr. R. H. Poindexter, of D. Loveman-Berger 
& Teitlebaum, of Nashville, Tenn., appointed 
Chairman Credit Literature Committee, suc- 
ceeding Mr. Robert Adams, of Cleveland (re- 
signed). He is one of the “‘old guard,’’ and mem- 
bers are invited to correspond with him direct, 
regarding ‘‘Pay-Up Campaigns, Books on Credit, 
Enclosures for sending out with bills, etc.’ 

Mr. C. F. Jackson, of Famous & Barr Co., St. 
Louis, and Mr. Geo. Waterford, of Best & Co., 
New York, are appointed to represent this asso- 
ciation in settlement of questions concerning 
Mercantile Agency Service. 





DEATHS 


JOHN A. SULLIVAN 


We regret to announce the death of John A. 
Sullivan, Credit Manager of J. A. Meadows & 
Son, Nashville, Tenn. Those who attended the 
Cleveland Convention recall this likeable fellow, 
who was an enthusiastic worker for our asso- 
ciation. 


CHAS. R. ROWE 
The Cleveland Association lost an energetic 
member by the death of Chas. R. Rowe, of Rowe 
Bros., Furriers. He was always ready to help 
the cause of Good Credits. 
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HELPING THE OTHER FELLOW 


The man who joins this Association for the 
business he may get from the members is likely 
to be disappointed, because he has the wrong 
idea of our work; but we have a number of sin- 
cere members who handle merchandise we do not 
sell, and I regard it as our duty to patronize these 
“Brothers.” If price, quality and other things 
are equal, give a fellow-member the business. 

In most local associations there are printers, 
grocers, coal men, ice men, automobile dealers, 
repair men, plumbers, etc., yet how few of us, 
when placing orders for the things these men 
handle, think of giving the business to a member 
who is contributing his money toward helping 
our organization. The same is true of collection 
departments in connection with local associations. 

Then there are our advertisers in the Credit 
World. These firms are helping us by using our 
pages. Let’s show we appreciate that by giving 
them any business we have in their line. We are 
organized to co-operate. Get the habit of help- 
ing those who are helping in our work. 

D. J. WOODLOCK, Executive Secretary. 


GOVERNMENT NOTICES 


In March we inaugurated the system of send- 
ing each member an Official Government Notice 
regarding stolen money orders. This is an added 
service, and shows we are endeavoring to improve 
as we grow older. 


IMPORTANT NOTICE 


In the March issue of the Credit World there 

appeared the following item. 
“From Pittsburgh 

A man signing his name Russell Hornish 
to charges for Edward A. Woods at two of 
our members’ stores, is not known by Mr. 
Woods. 

Description: Age about 30, height about 5 
feet 10 inches, weight about 180 pounds, 
dark hair combed straight back, wearing 
dark suit, dark overcoat, soft hat, rather 
stocky and healthy looking.”’ 

The checks in question were signed Russell 
Hornish, and were forgeries, but the members 
should understand Mr. Hornish had nothing 
whatever to do with the transaction. He is an 
officer of the First National Bank of Pittsburgh, 
a highly respected citizen, and his credit is 
AAA-1. The notice did not make this clear, and 
we feel it is only fair to Mr. Hornish to make 
this explanation. 











INDIANAPOLIS KEEPING UP RECORD 
Wm. H. Flanders, Manager of the Associated 
Retail Merchants and Credit Men’s Bureau of 
Indianapolis, is always on the job. In addi- 
tion to sending in new members he keeps us 
posted on Bad Check Passers and Swindlers. 
te is also State Chairman, and has his eye 
on the Trophy, so Class A State Chairmen 
had better watch Indianapolis. He is already 
atranging for several private cars to take his 
members to the Convention. 


GRAY, OF CLEVELAND, SAYS: 
ASK YOURSELF 
What kind of an Association would this be if 
every member was just like me. 
If they were all like Wm. H. Gray, it would be 
Some Association. 








1180 University Ave. 





A Letter From 


Pres. Lewis, of Los Angeles 


On behalf of the Associated Retail 
Credit Men of Los Angeles, I desire to 
express to you our very sincere apprecia- 
tion of your courtesy in having exhibited 
before our Association the motion picture 
entitled “Modern Black Art.” 


Your company is to be congratulated 
on having such a picture made for ex- 
hibition before business organizations. I 
feel that it will be a great aid to the 
individual members of this Association, 
and from an educational standpoint I 
feel that it is unsurpassed. 


I heartily endorse this picture, and 
would like to feel that every asso- 
ciation of business men throughout 
the entire United States would avail 
themselves of the opportunity of 
seeing the methods employed by 
crooks in defrauding the public. 
It is a valuable advertising media and I 
personally congratulate you on the 
judicious manner in which the 
name of your company was elim- 
inated, giving no evidence that the 
purposes intended were strictly propa- 
ganda. Very truly yours, 

J. W. LEWIS, President. 


Write or wire date of 
your next meeting 


Todd Protectograph Co. 


(Established 1899) 


World's Largest Makers of 
Check-protecting devices 
and forgery-proof Checks 











ROCHESTER, N. Y. 





THE CREDIT WORLD 


[Every Member Get a New Member 





THE CREDIT MAN 


By A. L. Hatch, Credit Mgr. J. Goldsmith & Sons Co., Memphis, Tenn. 


Following is address by Mr. Hatch at February 
meeting of the Memphis Association: 

For the purpose of this talk I shall, as briefly 
as possible, touch on a few of the outstanding 
features of retail credits. 

First—The necessary qualifications of retail 
credit men. 

Second—His duty to his firm. 

Third—Their duty toward one another. 

Fourth—His duty to the trade or applicant for 
credit, and 

Fifth—What may reasonably be expected from 
credit applicants, and 

Sixth— Methods employed. 

The retail credit man should be of an even 
temperament. He should be courteous and easily 
accessible. He should be.considerate and relieve 
the credit applicant of embarrassment, both in 
His attitude toward the customer and in his man- 
ner of asking the necessary questions to elicit 
the information desired. It is also necessary that 
he be tactful. The manner in which questions are 
asked, and the attitude of the creditman toward 
the customer, should never be offensive. The 
retail credit man should be of a judicial mind, 
considering each applicant for credit with fair- 
ness and impartiality, and free from any likes or 
dislikes, or any feeling of prejudice. He should 
regard all applications for credit as an impersonal 
matter, and, when necessary to do so, point out 
to the customer that the requirements made as 
a basis for an account are the requirements made 
by the firm; or, that they are the usual commer- 
cial requirements customary in trade. It is a 
great advantage to a retail credit man to be a 
native of the city or to have resided in the ‘ae 
in which he is employed, for a number of years, 
for he will thus be more or less familiar with the 
responsibility of the more prominent members of 
the community and its institution, enabling him 
thereby to distinguish off hand between those 
whose record is easily accessible and other par- 
ties who are more or less obscure. It is also a 
considerable advantage to have a good general 
knowledge of the rights of persons, including the 
domestic relations of husband and wife, parent 
and child, master and servant, principal and 
agent, negotiable paper and contracts, in order 
to have a good general idea as to how far the 
obligation contracted will be binding on the 
party, firm or corporation which is held charge- 
able. You all have, no doubt, realized that it is 
necessary for the credit man to carry himself 
with a certain degree of reserve; that is, it is 
hardly possible for him to be a “‘hail fellow, well 
met,” or to cultivate the friendship of irresponsi- 
ble parties to such an extent that it would lead to 
any presuming on such friendship for credit ac- 


commodations instead of supplying the usual” 


commercial basis for the account. 

The credit man’s calling is essentially to pro- 
tect his firm as far as possible from excessive 
losses in bad debts. Just what would be exces- 
sive depends entirely on the nature of the busi- 
ness and the character of trade of the firm; for 
it is apparent that where a firm’s business is 
principally with more responsible people in the 
community, their losses will be less, in propor- 
tion, than a firm whose patrons are principally 


of the more obscure people. The credit depart- 
ment in any business is a material factor in pro- 
moting the growth of the business, or in retarding 
it. It is necessary that a credit man be alert at 
all times and keep up with the accounts con- 
stantly after they are on the books, seeing that 
collections, as nearly as possible, are made ac- 
cording to terms, that purchases are kept within 
reasonable limits, and that a stop be put on 
charges to accounts that are past due. 

Credit men, in their relations with one another, 
can accomplish more toward the improvement of 
credit conditions by co-operation than can be 
possibly accomplished in any other way. It is 
necessary, of course, that they have confidence 
in one another, and to have a disposition to as- 
sist, by supplying information, thereby keeping 
one another informed on undesirable accounts 
and co-operating with our Credit Reporting Bu- 
reau. Information given by one credit man to 
another should be held in the strictest confidence, 
and under no circumstances should the applicant 
for credit be told as to the report made by the 
firm referred to. To divulge such information to 
a customer is a direct violation of the confidence 
of the party referred to, and cannot be too 
strongly condemned. 

Every applicant for credit has a right to expect 
that their application will be fairly and fully 
considered, and where the references submitted, 
while probably not quite measuring up to a suf- 
ficient amount of information, yet where the basis 
is supplied and there is no adverse information, 
it is well that the matter be weighed in favor of 
the applicant. The extension of retail credits 
differs from wholesale credit, in that capital, 
ability and the moral risk are the prime consider- 
ation in wholesale credits, with the moral risk 
diminishing as the capital invested increases; 
whereas, in retail credits capital is not ordinarily 
considered, excepting where the line of credit 
extended is large. The prime factors in retail 
credits are the reputation for honesty in the pay- 
ment of debts, which is the moral risk, the earn- 
ing capacity or income, and whether the customer 
handles his or her affairs prudently; that is, 
whether they are extravagant to the exteht of 
living beyond their income. Even though a 
party’s earning capacity may be good, if his 
habits of living are extravagant and in excess of 
his income, he is a bad credit risk; whereas, a 
party whose income is not so large, but who is 
prudent and lives within his income, ordinarily 
would be a good risk. One matter to be consid- 
ered is that the condition of people sometimes 
change, whether through ill health, decrease in 
earning capacity or other causes, and sometimes 
such cases are the most difficult to handle. I 
have always deemed it a bad policy, however, to 
be harsh where people are unfortunate. It is 
usually best to bear with them until they can 
manage to catch up. This is far better than 
exerting undue pressure and forcing a customer 
unwillingly to resort to bankruptcy. 

And this same principle applies to nations as 
well as individuals, as no individual can continue 
to borrow and at the same time spend beyond 
his income and maintain his credit, neither can 
a nation do those things and maintain its credits. 
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That is what is the matter with the finances of 
the world, and especially Europe, today, and even 
in our own country the appropriations made or 
asked for exceed by fifty (50%) per cent the total 
income of the nation, notwithstanding the large 
taxes levied. Even though this country is rich 
in accumulated wealth, to spend more than our 
income is bound to sooner or later land us on the 
rocks. It has always been the case with the 
majority of individuals that they live up to their 
earnings, whether large or small, and this will, 
no doubt, continue to be the case, the advice of 
public men to practice economy notwithstanding; 
but it seems to me that while this advice is given 
by those in position to shape public policy, noth- 
ing is done to reduce public expenditures, and as 
long as this condition exists in public affairs 
how is it possible to reduce the very apparent 
inflation that exists. 

The first step in economy should be taken in 
reducing Government expenditures considerably 
below the income based on present taxation. 
Then reduce Federal Taxes and reduce currency 
circulation, and I believe then the buying power 
of the dollar will increase proportionate to the 
reduction in circulation and conditions will then 
gradually return to a normal condition. It is 
folly, however, to appeal to the individual, as in 
the majority of cases his expenditures will be 
governed solely by his income. There is another 
thought in connection with this, however, while 
we would all like to see normal conditions re- 
stored that it will operate detrimentally to all con- 
cerned if the deflation were too precipitate, and 
it will require the best thought of the men who 
exercise control that the finances of the country 
be handled with consummate skill, otherwise 
violent changes may invite disaster to many 
interests. 

An applicant for credit must expect to supply 
the necessary information in the form of commer- 
cial references or otherwise, as to their responsi- 
bility, and a firm should not permit accounts 
to go on their books without having sufficient 
information on the customer to warrant the line 
of credit extended. The customer must expect 
also, to pay all bills according to terms and never 
presume that they have a right to fix their own 
terms, as that is a matter of mutual agreement 
at the time the goods were sold, and, unless 
otherwise arranged, bills are payable according 
to the usual terms, and the more consistent credit 
men are in making this requirement, they better 
conditions generally for their firm, by releasing 
. Capital tied up in past due accounts, which could 
be more profitably used otherwise. 

With reference to the method of taking appli- 
cations it is highly important that the applica- 
tion card show the full name of the applicant, 
residence address, business engaged in or where 
employed and in what capacity employed, and 
the address of the employer, length of time em- 
ployed by such firms, and if for only a short 
period, the name and address of previous em- 
ployer, and the length of time employed there. 
For the last few years there has been a great 
many changes in positions made by employees, 
and this is accepted now as a matter of course, 
and has not operated detrimentally to such appli- 
cant. In normal times, however, where frequent 
changes were made, it operated seriously against 
the credit standing of an applicant, as under 
formal conditions it was taken as an indication 
of instability, which operated to make the risk 
less secure. Wherever necessary, the earnings or 


income of the applicant should be ascertained to 
determine as to whether the line of credit desired 
would be justified by the income. Of course, 
this would not apply as to parties whose financial 
standing or their positions were of sufficient 
prominence to make this unnecessary. Besides, 
to ask such information under these circum- 
stances would be regarded as impertinent. Care 
should be exercised that as complete a list of 
references be secured as is possible, and the re- 
plies, together with the application card, should 
be kept in such form as to be readily accessible 
for future reference. Excepting in such cases 
where the applicant’s financial responsibility is 
known, an understanding should be had as to 
about what line of credit is desired. This is 
important to ascertain the applicant’s idea as to 
their intention in this particular, and also in 
order that the credit man may have some basis 
for calling the purchaser in the event of excessive 
buying on the account. It would also be well 
that at the time the application is received, that 
the impression created with the credit man by 
the applicant be recorded on the application as 
to whether good, fair or bad. We use no printed 
form in our office for this purpose, using only the 
ordinary three by five (3x 5) ruled filing card. 
It would be well, however, that printed forms be 
used for the purpose, especially if applications 
were taken by any other than the credit man. 
Another matter of importance is, that the credit 
man should satisfy himself that the applicant 
would be legally bound by their contract, or 
where applications are made by parties to charge 
the account of another, that the credit man 
should satisfy himself that they have the author- 
ity, or that it would be with the approval of the 
party held chargeable. We all know that where 
personal purchases are charged to a corporation 
or a partnership, that the firm or corporation 
cannot be held liable for such purchases if the 
purchases made are outside the scope of their 
business. There very seldom, however, arises 
any question as to such purchases. 

As to the matter of handling collections, I be- 
lieve the best method is to give the debtor the 
fullest latitude to settle without urging, other 
than to rendering monthly statements, but if the 
account is not settled in a reasonable time after 
becoming past due that all such accounts be 
kept up with, persistently. We allow two full 
months to elapse after the month in which the 
purchases are made, for debtors to settle their 
account voluntarily. Where accounts are al- 
lowed to remain unpaid, after that, they are 
classed as delinquent and listed for our collection 
department. And at the same time such delin- 
quent statements are turned over to our collec- 
tors. These delinquent statements are made in 
addition to the regular monthly statements ren- 
dered through the mail. In that way every cus- 
tomer gets a statement on the first of the month, 
and the collectors and collection department have 
the statements and records besides. Between the 
10th and 12th of the month, the list of delin- 
quents are checked with our ledgers to ascertain 
which accounts are paid or unpaid, and after 
being so checked the lists are passed to our oper- 
ators to make out statements of all accounts 
unpaid. 

For the purpose of calling the debtor’s atten- 
tion as to the condition of the account, we use 
paragraphs, numbering from one (1) to seventeen 
(17), and the paragraph applying to each par- 
ticular account is written on the face of the 
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statement, the paragraphs being employed suc- 
cessively, the first being mild and increasing in 
force until the last paragraph is reached, which 
is in the form of a final notice. If the account is 
not paid when the use of the paragraphs is ex- 
hausted, together with the collector’s efforts, the 
account is turned over for collection. On the 
20th of the month the delinquent accounts un- 
paid at that time receive another statement with 
notice, which is continued regularly from month 
to month. The principal matter in connection 
with delinquent accounts is that they be con- 
stantly kept up with after they get in that con- 
dition. 


Wanted—Credit Manager 


For Dry Goods and Ready-to- 
Wear Store 
Give experience and references 
ADOLPH GRASSO, Secretary R. M. A., 
SAN ANTONIO, TEXAS 














THE CREDIT MAN 
Reprinted from “Doings.” 


There’s a man in every business gets a double dose of 
care, 

For all credits and collections is the load to his share; 

He’s maligned by all the salesmen, he is “nagged’ at 
by the boss, 

Who glories in big business but who 
there’s a loss. 

Delinquent debtors grumble at the patient credit man, 

Who rarely gets a word of praise ’tho he does the best 
he can 

He scans his “Dun’s” 
a sporting sheet, 

And seeks to “spot the winners” 
meet defeat. 

Should his judgment prove in error, there’s an ever- 
lasting mark 

Stands as a ledger debit and refuses to 

Should a salesman’s luck prove “flighty,” 
sometimes run, 

There’s no record of his evil days as there’s 
ness done,” 


But the credit man’s bad record piles up from year to 


“squeals” if 


and “Bradstreet’s” as he would 


and notes those who 


“keep dark’’; 
as luck will 


“no busi- 


year, 

In a graveyard labeled “Past Due Debts” and it lends 
a constant fear; 

He may strive and sweat and worry but his task is 
never done, 

It’s one trouble or another till long after set of sun, 

For his job won’t stay behind him, in his bed he can’t 
forget, 

And he dreams of writs and mortgages, stenograpners 
and debts, 

Till he surely realizes as he thinks while lying down 

That ere get the friendly smile, he only earns the 
rown. 


And when a firm that he’s steered clear of “fails” with 
a mighty crash, 

The ledger proves that by his “tact” 
in” the “mash” 

Of course the boss a salesmen sagely say, “I thought 
as much,” 

Though they growled when the poor credit man that 
trade refused to touch, 


If the balance sheet shows profit the salesmen get the 
praise, 

And in bonuses participate or else they get a “raise.” 

But the credit man’s regarded as a medium of expense 

Not “producing” like a salesman, because he “lacks 
the sense”; 

But he guards his firm’s exchequer 
flagging zeal, 

And he “cons” this ship of finance with his hand upon 
the wheel, 

And he hopes that in the future as he breases each 
troubled crest 

That “He'll reach a port where bad debts cease and 
the credit man can rest.” 


his firm’s “not 


“ 


with a never 


DO YOU BELIEVE IN SIGNS? 


Members who are using our official metal signs 
say they are not alone an ornament to their office, 
but customers are impressed by the fact you are 
a member of the National Association. The 
National office can furnish them for either in- 
dividual members or local associations at fifty 
cents (50c) each, which is actual cost. Order 
yours at once. 

Many members have ordered several signs, and 
have one at each cashier’s window to warn the 
bad check artist. 





WHO SHOULD PAY CREDIT MAN’S 
EXPENSES? 


By R. S. Morris, of Albert S. Samuels Company, 
Los Angeles 


It is believed by the majority that since our 
meetings and conventions are held in the in- 
terests of the firms we represent, the employer 
should bear the expense. The argument for this 
attitude is clear and it makes a strong case. All 
that we learn is for the improvement of the firm’s 
business. They profit by the reduction of losses 
occasioned by our better co-operation and the 
improvement in methods which we work out at 
these meetings. They profit by the increased 
business made possible by skillful extensions of 
credit. They reap the reward of any increased 
efficiency which we credit men may attain from 
associating together. They should pay. 

Another phase of the matter presents itself to 
me, however, in which I find justification for the 
credit man bearing this expense himself, person- 
ally. A credit man is rated and paid because of 
his efficiency, his skill, his knowledge and his 
ability. He gets these qualities through ex- 
perience, through study and through the adapta- 
tion of methods of others. As he broadens and 
intensifies his knowledge he becomes more valu- 
able. His ability is his stock in trade. A phy- 
sician is paid for his knowledge and ability, not 
for the time he putsin. His patients are obliged 
to pay him for the time he spends in studying. 

So it is, or should be, with us. Let me increase 
my knowledge and efficiency through the inter- 
change of ideas at our meetings and I make my- 
self more valuable to my employer. If I manage 
my affairs properly my earnings will thereby 
directly be increased and I will have been well 
paid for the expense incurred in getting this in- 
creased knowledge and ability. 

If the employer is willing to pay, let him. Cer- 
tainly he will not be the loser. If he is unwilling, 
however, the credit man may cheerfully bear his 
own expense, knowing that he is adding to his 
store of knowledge and supplying himself with 
the weapons which, if properly used, will win 
him additional salary or will put him in a posi- 
tion to change his connection to a larger concern, 
one able to pay him an increased wage. 





SKIPPED 


Jack Shattls, age 25-27, 5 feet 8 inches tall, 
weight 140 pounds, ruddy complexion, dark hair, 
has long chin pointing to one side; operating 
Belvidere Art Co., New York and Buffalo. Estab- 
lished credit through first-class reference; paid 
first month’s bills in 30 days; bought heavily 
second month, and left before bills fell due, 
owing stores and bank. Address wanted. 
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REED, OF DENVER, SAYS: LOOK OUT 


I want to give you some information regarding 
a very dangerous operator, and would suggest 
that you give the broadest sort of publicity to 
this information. 

An individual, known as Glen MacDonald, 
alias John MacDonald, alias Ian MacDonald, 
sometimes McDonald, and claiming from Seattle, 
British Columbia or Montreal, recently operated 
in Denver. Travels with a woman, supposed to 
be his wife. She has a sixteen-year-old boy with 
her. The boy is, apparently, afflicted with St. 
Vitus Dance or some other trouble. 

MacDonald is a rather large man, a very clever 
talker, and is blind, or nearly so, and is usually 
led by the boy or the woman. He claims to have 
lost his eyesight in a mine explosion. 

His plan of operation is as follows: 

He comes into a city, usually registers at a 
very good hotel, then goes down the street, picks 
out one of the leading department stores, buys 
a substantial amount, and pays cash for it. In- 
cidentally he mentions to the department store 
credit man that he has a bunch of money on his 
person and would like to be introduced to some 
good bank. 

Once introduced at the Bank, he makes a 
deposit of two or three thousand dollars, tells the 
bank that he has a large sum of money on de- 
posit in Canada, and figures as to how much it 
will cost, in exchange, to transfer the money to 
the bank in this country. He also lets it be 
known that he wants to locate in the town, is 
going to buy his own home, etc. 

After establishing relations with the bank, he 
goes out on the street and attempts to buy in 
large amounts, from every store. He usually 
buys wearing apparel of the very highest class, 
for himself, the woman, and the boy, and gives 
the bank as reference. 

After he succeeds in getting a good line of 
credit, he goes down to the bank, draws out all 
of his money, and ‘‘beats’’ it for parts unknown. 

He came into Denver during the early part of 
February, registered at one of our best hotels, 
and, before the writer knew of it, had succeeded in 
obtaining credit from two or three stores. The 
credit was granted upon the strength of his hav- 
ing deposited in one of our local banks something 
like $2800. 

After the writer’s attention was called to the 
case, however, he made a quick investigation, 
became suspicious of MacDonald, and warned 
our members to be cautious, and to grant him 
no further credit. Our warning, no doubt, saved 
our members here a considerable amount of 
money, 

MacDonald disappeared, rather suddenly, on 
Wednesday. We started out Friday, however, 
to see if we could locate him, and we found that 
he had left Denver late Wednesday night for 
Omaha, Neb., taking all of his baggage with him, 
consisting of three trunks and four suit cases. 

He let it be known around the hotel and several 
other places that he was going down to Colorado 
Springs for the week end. That was done, of 
course, to throw us off his trail. 

We would suggest that this man’s operations 
be given the broadest kind of publicity. He, no 
doubt, will attempt to work this scheme in various 
cities. We understand he is now working his way 
East. We would suggest that the Philadelphia 
Office be notified promptly, as we have reason to 
believe that Philadelphia retailers have had some 
trouble with this individual. 







































































































Collection Letters 
20c per Thousand 


Here’s a machine that prints a 
thousand excellent form letters for 
20c. Letters with the crisp, sharp 
appearance of typewritten originals. 
It saves 92% on form letter work. 


ROTOSFLED 


STENCIL DUPLICATOR 


prints anything that can be type- 
written, hand-written, drawn or 
ruled. Easy to operate. Just 
write the form. Attach the stencil 
—turn the crank. 























No type to set, no delay, no muss. 


Write for FREE Trial Offer 


Find out how much the Rotospeed 
will save you. It has saved one 
concern more than $1,000. It is a 
money maker in the collection busi- 
ness. Write at once for samples 
of work and details of our 
liberal free trial offer. 
































The 
Rotospeed Co., 
220 E. Third St. 
Dayton, Ohio 
Send me at once 





The Rotospeed Co. 


220 E. Third St. 



































samples, booklet and 
Dayton, details of Rotospeed 
Ohio free trial offer. 
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DEVISE SCHEME TO FOIL FAKE CHECK 
ARTISTS 


Merchant Reports Check Tendered to Local 
Association and Index is Kept 


Denver, Col., March 6.—Charles M. Reed, 
assistant secretary of the Denver Retail Credit 
Men’s Association, and Fred Leonard, director 
of the National Retail Credit Men’s Association, 
and credit manager at the Daniels & Fisher 
stores, have worked out a plan which makes it 
difficult for a short check artist to operate suc- 
cessfully in Denver’s department stores and 
banks. 

The plan, which has been in use here for some 
time, has also been adopted by other associations 
in various cities and towns throughout the coun- 
try. In St. Louis the plan has been found to be 
most successful in combating the activities of the 
short check artists. 

‘The scheme, as we have developed it, is sim- 
ply this,’’ declares Mr. Reed, “‘that in each and 
every case when a merchant is called upon to cash 
a check tendered by a stranger coming from out 
of town, the merchant immediately reports the 
check to the local association, or inquires whether 
any other member has cashed a similar check 
that day.” 

The signature, amount and the bank upon 
which the check is drawn are indexed. If a 
similar check is presented to another merchant 
the association promptly orders individual ten- 
dering it to be placed under investigation. Sus- 
picion is aroused as soon as the same individual is 
found to be passing more than one check. Then, 
if the first merchant finds himself victimized, the 
chances for apprehending the check artist at the 
second store are greatly increased. 

To insure protection, the association has in- 
augurated an exhaustive system of descriptive 
circulars containing fac-similes of the fraudulent 
checks and a careful analysis of the handwriting, 
calling particular attention to different formation 
and combination of letters. These circulars are 
sent to merchants, banks and police officials. 

According to Mr. Reed, the plan has effected 
the apprehension of nearly 100 per cent of the 
bogus check operators known as “‘locals’’ who 
confine their operations to the local territory, and 
of nearly that percentage of the so-called ‘‘inter- 
nationals’ who travel from city to city and pro- 
vide themselves with protectographs and elab- 
orate apparatus as aids in their nefarious pro- 
fession. 





“DON’T KICK A MAN WHEN HE IS DOWN” 


By E. B. Heller, of Heller & Livingston Clo. Co. 
Pres. St. Louis Local Association 


Mr. H. Landegend’s article in the March issue 
of The Credit World, on ‘Reclamation,’ was 
nothing less than one page of good common 
sense. The article abounded in a theme, which 
is so practical that it can and should be applied 
by every Credit Department and supported, as 
suggested by every Local Association, as well as 
by the office of the National Secretary. 

WHY DO MEN ABUSE THEIR CREDIT? 
(a) Buying beyond their ability to pay; (b) 
Thoughtlessness; (c) Pure cussedness. If this be 
true, then two out of the three can be reclaimed 
without destroying the greatest asset they 


possess—their credit; and there is a good fighting 
chance to save the third. 

The charge system, as employed by retail 
stores extending that privilege, usually permits 
the wife to use the husband’s credit. If the 
Bureau’s report on the husband is good—or 
even fair, the Credit Departments permit undue 
liberty with their ledgers, and in many cases a 
line of credit is extended beyond the husband’s 
ability to pay. Few wives are familiar with the 
husband’s paying ability. They are proud of 
his credit rating—proud, too, of the fact that it 
is so easy to buy and “have it charged;” and 
usually with the inevitable result—oveER BUYING, 
OVER BURDENED and INABILITY TO LIQUIDATE in 
the prescribed time. 

Is it fair to this debtor to destroy his credit— 
to list him as ‘‘slow pay or an undesirable ac- 
count’’—knowing, as you do, through the inter- 
change of credit reports, this stigma will follow 
him wherever he goes? If there remains one 
spark of manhood in this debtor he can be re- 
claimed by a diplomatic letter and interview 
through your Local Secretary or Bureau Manager. 

The ‘thoughtless debtor’’—the one who 
pigeon-holes his monthly statements with the 
remark ‘‘next month will be time enough,” is in 
the same class as “‘I’ll do it tomorrow’’—never 
stopping to think “it is when tomorrow’s burden 
is added to the burden of today that the weight 
is more than a man can bear’’; and next month 
will bring both the old and new statements. 

A good heart to heart talk with this class of 
debtors from the Local Secretary, the Bureau 
Manager and a letter from the National Secre- 
tary, will bring this class face to face with the 
true situation; and in nine cases out of ten, will 
educate them to pay promptly. 

Under the classification of ‘‘Pure Cussed- 
ness’”’ we have the professionals, who buy all they 
can on credit—pay as little as possible; and then, 
only when they are forced to do so. They are 
usually “hard shells and thick skinned.” But 
the most hardened have a vulnerable point. The 
one to make the attack upon the assailable point 
of their make-up is the Bureau Manager and 
National Secretary. By constant hammering, 
like the constant dripping of water upon a stone, 
you will force an opening; and with the coming 
of the opening ‘‘they will see the light,’’ and an- 
other sinner is saved. 

The force of persuasion coming from a source 
outside of the injured creditor’s office intensifies 
the argument in so much as it is at once impressed 
upon the debtor that his delinquency is not only 
known by the local bureau, but his record is 
also on file in the National Office. 

This procedure, as suggested by Mr. Lande- 
gend, will undoubtedly reclaim many a debtor 
whose case, as it appears upon the ledgers, looks 
hopeless. 





NATIONAL LEGISLATION OF INTEREST 
TO CREDIT MEN 


The par system of collecting checks as pro- 
vided for by ‘the Federal Reserve Act may be in 
danger of being abolished. H. R. 12379 and 
H. R. 12646 are designed to permit banks to 
charge 10 cents per $100 “‘exchange.”’ 

As now constituted, the Federal Reserve sys- 
tem*relieves individual banks of the cost of col- 
lections since it agrees to pay the cost of shipping 
currency in payment of checks. 
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BAD CHECKS 


A a CHECK MAN CAUGHT 
N NEW ORLEANS 


On Pia February 21st, at noon, Mr. 
K. A. Diekelmann, assistant manager of the St. 
Charles Hotel in New Orleans, was handed by 
the telegram clerk of the hotel a charge for his 
0. K. on a telegram that had just been filed by 
one ‘‘Jack Kearns, room 244,”’ with a request 
that the cost of the telegram be charged to his 
account. As there is no such room number in the 
St. Charles, Mr. Diekelmann went to the tele- 
graph booth to see the message, which had been 
filed but not yet sent. It read as follows: ‘‘Wire 
this hotel at once “OK’’, sign Chatham and 
Phoenix. Will leave for New York tonight.” 
(Signed) ‘‘Al.” 

This message was addressed to a girl in New 
York City. Diekelmann saw at once that some- 
thing was wrong and that some smart Aleck was 
trying to put something over on some hotel, but 
not the St. Charles, since, as already stated, this 
hotel has no room numbered 244. 

Diekelmann immediately started to phone the 
different hotels to see which one, if any, was 
expeciing a message from the Chatham and 
Phoenix Bank of New York. The very first 
hotel he called up was the De Soto, and getting 
in communication with his friend, Assistant 
Manager Stinson, he related the circumstance 
and was immediately informed that Mr. Al. Best 
was at that moment in the De Soto lobby wait- 
ing to hear from the New York bank through 
the hotel. Diekelmann immediately sent the 
St. Charles house officer over to the De Soto, with 
the original telegram, and the man was “‘pinched”’ 
on the spot. 

Assistant Manager Stinson, of the De Soto, 
frankly said that had the girl in New York gotten 
the wire and sent the answer in the name of the 
bank as directed, they would, no doubt, have 
paid to Best, the $100 check they were wiring on. 
In a nutshell, Mr. Best was trying to beat the 
bank’s answer to the hotel. This was certainly 
good work on the part of Mr. Diekelmann, and 
he, as well as the De Soto people, are to be con- 
gratulated. 

Best, after his arrest, made a confession. His 
teal name is Albert Besmanoff, and his aliases 
are “Albert Best, Jr.’’, and “‘Jack Kearns.’’ He 
passed himself off as a junior partner of the well- 
known firm of Best & Co., of New York City. 
Since his incarceration at New Orleans, the police 
of that city have been scattering checks all over 
the East. 

The officials of the Western Union Telegraph 
Co., in New Orleans, were greatly pleased that 
Diekelmann had stopped the message and have 
congratulated him upon his cleverness. Kearns 
filed his telegram in the St. Charles Hotel at 
twelve noon, and fifteen minutes later he was on 
his way to jail, which for an old and supposedly 
somewhat sleepy southern city like New Orleans, 
is “going some. 





CHATTANOOGA, TENN. 

Checks on Union Savings Bank & Trust Co., 
Cincinnati, Ohio, Pay to Martin Levy, signed 
J. M. Sinclair, amount $23.40; checks bear a 
tubber stamp reading—Pay $23.40. Three of 
these were passed in Chattanooga. 


In these days of advancing prices on all lines 
of merchandise and service, why is it since credit 
men are making such a fuss about collection 
agencies increasing their rates? You cannot get 
good service unless you pay a fair price. 

Only 120 days until our Convention at Detroit. 
Begin now to make plans. One large local asso- 
ciation, expecting to send twenty-five (25) dele- 
gates, has arranged a special entertainment for 
next month to get funds for expense of their 
delegates. 

This is YOUR association, and it will be just 
as strong as you make it. You can get at least 
one new member. Think what it would mean to 
have each member get a new member—a 100 per 
cent increase. Send in an application today. 

Thirty-two “skips” were located during March. 
Some members DO read the ‘“‘Credit World.” 





NEW YORK 


On February 21st, just shortly before closing 
time, a young woman made a $35.00 purchase of 
one of our members and presented a check for 
$55.00, which was bogus. The check was made 
payable to Mrs. Harry Horton and signed by 
Arthur Zimmerman, drawn on the Common- 
wealth Bank, 190 Bowery, New York City. The 
check is indorsed by Mrs. Horton and the ad- 
dress given on the back is 153 W. 53rd Street. 
When questioned as to maker of check, she said 
he was the cashier of the bank. The check is 
supposed to be certified, and the stamp reads: 
“Commonwealth, New York, Certified, Cash- 


ier’s.”’ 
DALLAS WARNING 


Names—A. B. St. John, Jas. Lego je McGrath, 
etc. Description: Very fat, 51% feet, about 250 
pounds, short black mustache, “then serge suit and 
derby hat. Checks drawn on National City Bank, 
New Orleans, La. (there is no such bank); also 
had 500 printed on the Central Mercantile Bank, 
New York. Checks carry three signatures. 
Amounts here were $12.25 to $500. Claims to 
be connected with Union organization work. 
Rents office and registers at good hotel. Victims 
here—ten printers and three letter shops. He is 
well versed in these lines. 





NEW COUNTERFEIT $20 FEDERAL NOTE 


On the Federal Reserve Bank of Chicago, 
Illinois; series of 1914; check letter “B’’; face 
plate No. 68; W. G. McAdoo, Secretary of the 
Treasury; John Burke, Treasurer of the United 
States; portrait of Cleveland. 

This counterfeit is apparently printed from 
photo-mechanical plates, on a single piece of good 
quality paper. No silk threads or imitation of 
them appear in the paper. The portrait of 
Cleveland is rough, and merges into the back- 
ground. ‘The words and figures ‘‘Series of 1914,” 
immediately under the seal, are crudely cut by 
hand, as is the plate number 68. The color of 
the seal is green instead of blue. The figures in 
the Treasury number G3216126A, are larger and 
more widely separated than the genuine. The 
back of the specimen before me is light green 
having the appearance of being faded. 





Owing to limited space, we cannot reproduce the checks, but 
give the information as it has been reported to us. 
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REMEMBRANCE 

In the passing of John A. Sullivan, The Asso- 
ciated Retail Credit Men of Nashville have lost 
their most valued member. 

In our organization he was the pivotal charter 
member. 

As a former president and member, to the new 
and younger members he was always uplifting 
and cordial. 

No one in our ranks or office worked more 
arduously for improved retail credit conditions 
for the retailer than he. 

In legislative halls and before committees he 
was our best representative. Through his un- 
flagging efforts we procured the passage of the 
present Bad Check Law. 

His like shall not appear among us again. ‘To 
all the world he stood four square.”’ 

In his State Prison Sunday School teaching he 
found something good in every member of his 
class and many wayward young men were righted 
and put on freedom’s path and given another 
chance, by a pardon issued through the advocacy 
of John A. Sullivan. 

“This world is the land of the dying, the next 
is the land of the living.” 

Our dear brother has gone to a reward of a 
higher life where credit is given according to the 
deeds of the past. 

In his final awakening he is free from the trials, 
troubles and tribulations of the credit man, and 
when our time comes to pass over the River— 
we will know that John A. Sullivan awaits our 
coming and will rejoice in the meeting. 

We extend to his mother, sisters and brothers 
our sympathy, and share with them his loss. 

ASSOCIATED RETAIL CREDIT MEN 
OF NASHVILLE, TENN. 
R. H. Poindexter, W. B. Marr, Chairman. 
Ben C. Nance, 


Frank Braden, 

John B. Everett, 

Ferd E. Kuhn, 

R. E. Buckingham, 
Committee. 


MADISON, WISC. 





WATCH OUT FOR CLEVER CROOK 


A young man, signing himself S. P. McDowell, 
is passing checks on the Waterloo, Iowa, Bank 
and Trust Company, purporting to be checks 
which he has received from his father, H. C. 
McDowell, who has signed the checks. He ‘‘took 
in’ a number of our merchants here with checks 
ranging in amounts from $30.00 to $50.00. 

He goes into the stores with students, some- 
times carrying an armful of books, and buys what 
they are buying and offers checks on the Water- 
loo Bank and Trust Company in payment. 

He was last heard of at Purdue University. 

Our first impression was that he was a student 
from Iowa, but we have since learned that he is 
traveling around the country, making college 
towns. 

His description is as follows: About 25 years 
old, 5 feet 7 inches tall, slender, medium brown 
hair and light skin. He wore an overcoat which 
was fitted and came to the knee, soft hat and 
gray clothes. He was a typical student. 

If you can locate him, have him arrested imme- 
diately. 

MADISON ASS’N OF COMMERCE, 
Don E. Mowry, Sec. 


PITTSBURGH’S CREDIT CLASS 


A. D. Sallee, Farmers Deposit Bank 


The class was started at the request of the 
Retail Credit Men’s Association of Pittsburgh, 
and is placed permanently on the curriculum of 
the Evening School of Economics of the Uni- 
versity of Pittsburgh. Students get credit 
toward an evening school diploma, or a degree, 
if they complete the course satisfactorily. 

The class meets every Wednesday evening, 
from February to June, from six to seven forty- 
five, in the rooms of the Evening School, and 
now has an enrollment of about sixty. Tuition 
is ten dollars for the semester. The text-book 
is Beebe’s Retail Credits and Collections, and 
the teacher is A. D. Sallee, credit manager of 
the Farmers Deposit National Bank. J. C. 
Bingham, of A. W. McCloy Co., is assistant 
teacher. 

We study one chapter of the text-book at each 
session. Two topics that reach the very heart of 
the chapter are assigned to two students in ad- 
vance for the preparation of a short paper. The 
papers are then discussed under the direction of 
the teacher, and this brings out all the points 
covered by the text-book, and some of which the 
author never thought. One hour is spent on this 
part of the class work. 

The remaining forty-five minutes is spent in 
laboratory work. For this interesting feature we 
place one of the members of the class at the 
teacher’s desk, and tell him he is acting as a 
credit man. A person who is strange to the class 
is then brought in to apply for an account, and 
is “‘quizzed’”’ by the credit man, and handled in 
all respects as he thinks such an applicant should 
be handled. The applicant then retires, and the 
class takes up a discussion of the ‘‘form” shown 
by the credit man and the desirability of the 
account. Particular stress is laid upon analyzing 
the customer, especially to determine his honesty, 
industry, frugality and personal habits. The 
students find it very interesting, and quite 
helpful. 





NEW BEDFORD, MASS. 


A young man by the name of William Alex- 
ander Fortier, with the following description: 
A fireman, third-class, U. S. Navy, 6-foot tall, 
168 pounds, dark complexion, 24 years of age, 
French descendant, obtained medical service at 
the Union Hospital in New Bedford during the 
month of February. 

Fortier was discharged from the hospital on 
February 17th, and at that time gave checks, 'two, 
one for $47.15, the other for $22.88; both checks 
were drawn on the Newport National Bank. At 
the time Fortier tendered these checks for pay- 
ment he showed his check book giving a balance 
of around $1300. The checks were soon returned 
from the Newport National Bank, protested for 
the reason of insufficient funds. 

We have taken this matter up with the Naval 
authorities in Newport, and we are informed 
today that Fortier has been declared a “deserter 
from the U. S. Naval Hospital at Newport since 
the 4th day of February, 1920. An offer of $50.00 
reward for his apprehension and delivery has 
been mailed to the Civil authorities at Chicopee 
Falls, Mass., and the Naval authorities also in- 
form us that they have had other complaints of 
a similar nature concerning this man. 
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ADDRESSES WANTED 


Members are interested in locating the following persons. 


If you know anything regarding 


them, report at once to the National Office, where a record is kept of the member making inquiry. 
Members reporting names for these columns are urged to.give the occupation of the ‘‘Skip.”’ 


Akin, B. B., Souther Saddlery Co., Chattanooga, Tenn. 
, M , Atlanta, Ga. 

Altman, Mrs. L., 2020 E. 65th St., Cleveland, Ohio. 

Aves, Mrs. Ida C., Colorado Hotel, Denver, Colo.; home was 
in Kirkland, Ill.; thought to have gone to Chicago, IIl. 

Aylward, ‘Frank, 3703 Washington ae Stock Raiser. 

Bancroft, L » Oshkosh, Neb., Dentis 

Beasley, Oliver, Fayetteville, Tenn., later 1020—12th Ave., 
So. Nashville, Tenn. 

Beck, Mr. & Mrs. A., 405 Mass. Ave. N. W., 
D. C.; he is an electrician. 

Behner, Mra. Elsie V., 906 G St. N. W., Washington, D. C. 

Bell, L. A., ey with G. A. Spalding Sporting Goods Co., 
Kansas City, Mo.; later Brooklyn Ave. and Pioneer Blvd., 
Pittsburgh, Pa. 

Benton, Geo. A., Harvard Hotel, Denver, Colo.; mining busi- 
ness; was at 1105 Mallers Bidg., Chicago, Ill., after leaving 
Denver, Colo. : . f 

Bernarding, C. N., Canton, Ohio, Timken Roller Bearing 
Co., Donora, Pa. ae, 

Boteler, C. R., Auditorium Hotel, Denver, Colo., formerly 
connected with Mutual Adjustment Co., of Kansas City, Mo.; 
heard from at 912 Meca Ave., El Paso, Texas, and Hotel John- 
son, Visalia, Calif. 

Bray, Mrs. H. E., 1390 $ 1 om 8t., Cleveland Ohio, Supt. 
City Farm, Warrensville, O 

roderick, Mr. E. H., As s “ Weadlock St., Saginaw, Mich.; 
formerly with Saginaw Daily ews. 

Byers, Mrs. Nona B., 1206 Lincoln, Denver, Colo.; widow; 
was operator for Western Union, in Denver, Colo. 

Cartwright, C. C., 1946 E. 70th St., Cleveland, Ohio. 

Chapman, F. H., 60 Barth Bldg., Denver, Colo., real estate 
business; last ‘heard of at 1112 Columbia Ave., Chicago, Ill. 

Chapman, J . A., formerly with Packard Missouri Motor Co.; 
later 19 Larkin Apts., 734 Larkin are San Francisco, Calif. 

Chapman, May V., Canton, Ohi 

Childress, Mrs. Henry, 4816 Woodiand Ave., Cleveland, Ohio. 

Clough, Mr. Carlton M., 92508 , Washington, D. 

Conlin, i. G., 1717 E. 85th St., Cleveland, Ohio; probably i in 
Minreapo! 

— "Nicholas F., 1633 Union St., Brooklyn, N. Y., and 
F. W. Felch Co., 127 Duane St. 

Coyne, Mrs. Virginia E., formerly 194 Clinton Ave., Newark, 

. N.J., formerly mpd as an investigator for the Irvington 
Police Dept. of N after leaving the Clinton Ave. address she 
boarded at the St. George Hotel, Montreal, Canada. 

Cunningham, William, formerly salesman for Paige Motor 
Car Co., Cincinnati, Ohio. 

Cwons, John, 1138 E. 63rd St., Cleveland, Ohio; bricklayer. 

a Bert, formerly Bert Dale Adv. Co., 610 Columbia Bldg., 


Washington, 


— Mr. F. J., left Knoxville, Tenn., several months ago; 
now reported to be either in Colorado Springs or Denver, Colo. 
arre, Miss Fay G., formerly at 5243 Cabanne Ave., 
employed by Morton Electric Co., 7th and Olive Sts., St. 


uis, Mo. 

De’ Ville, Edward J., 1215 G St., Lincoln, Neb., insurance 
—— left Lincoln to go to Baltimore, Md., or New York 

Bote, C. P., 1326 Ave. A, Flint, Mich., formerly with Buick 
Motor Co. 

Dorosey, R. F., 719 So. 16th St., Lincoln, Neb., later 4023— 
143 Station, New. York, N. Y. 

Downing, Joseph, formerly 400 E. Lafayette Ave., Baltimore, 
Md.; supposed to be in Detroit, Mich. 

Drain, W 5 ., Rockwell City, Iowa. 

Dunn, W. , formerly Rosenbach Shoe Co., Mermod-Jac- 
card Bidg., St. ee later care of O’ Connor-Goldberg Shoe Co., 
Chicago, Ill., and 950 Belt Ave., St. Louis; last address Ply- 
mouth Hotel, 4700 Broadway, Chicago, Ill 

Forester, i. E., formerly Wells-Fargo Express Co., Weber 
Motor Co., St. Louis; 347 Fairlawn Ave., Webster Groves, Mo.; 
4922 Washington Ave. .» 5090 Kensington Ave., St. Louis, Mo. 

Gideon, Lt. J. M., 221 Woodward Ave., Detroit, Mich ; 
formerly stationed at’ Camp Custer, Mich. 

Gotschall, Nelson G., formerly with Cole Motor Car Co., also 
824 Goodfellow Ave., St. Louis; later Chicago, Ill. 

Gray, Miss Myrtle A., 823—6th St. N. E., Washington, D. C. 

Greenfield, Mrs. F rank, formerly New Kensington, Pa.; her 

Ss employed as steel inspector, Allegheny Steel Co. sis 


ge, Pa. 
pliamborouh, ‘Mrs. A. G., 1008 E. St. S. W., Washington, 


' Hansen, Dore E., grocery business, 6840 South West Ave., 
St. Louis, M Mo. 
Miss M., 2351 E. 46th St., Cleveland, Ohio. 

, Edw. R., 9515 Hough, Cleveland, Ohio, U. S. Shipping 
Board; possibly in California. 


Harwell, A. T., was with Liberty Auto Rapair Shop, Nash- 
ville, Tenn. 

Houghton, L. A., Canton, Ohio, Troy Laundry Co. 

Howard, R. Dennis, Jr., Sioux Falls, 8. Dak. 

Hull, Miss Grace, 4515 E. Colfax, Denver, Colo., from 
Athens, Ala.; last heard of in Los Angeles, Calif., Gen. Del., 
care of Clarke Marshall. 

ulse, F. B., formerly of Cincinnati, Ohio. 
Hurwitz, Mrs. Clara, 1819 Vernon St. N. W., Washington, 


Keeler, Mrs. Floyd, Ys P St. N. W., Washington, D. C. 

Kelleher, Mrs. G. 3424 Forbes "Ave., Pittsburgh, Pa.; 
office assistant; also at Battle Creek, Mich. 

Kercheval, R. D., manager Majestic Cafeteria, Memphis, 


enn. 

Kiley, Geo. A., 1565 Clarkson, Denver, Colo., manager of 
— Peak Fuel Co.; last address 567 Belview, Milwaukee, 

is. 

Kuhn, Mary 307 Lincoln Way East, South Bend, Ind. 

Lamb, Mrs. _ N., 29 8. Jefferson Ave., Battle Creek, Mich.; 
restaurant helpe: 

ye Mr. “Joseph I., formerly of 651 W. 169th St., New 
York City, N. Y.; recently served in the U. 8S. Army Medical 
Corps at Camp Wadsworth, Spartensburg, S. C.; also instructor 
of Aviation at Texas; at present supposed to be located in 
Superior, Wis., in the mercantile business. 

awson, Mrs. Ethel, 2128 California, Denver, Colo.; 
grocery store; last heard of in Albuquerque, N. M. 

Lindsey, Harry (Mrs. Lois), General Delivery, Elyria, Ohio; 

foundry — 
indsey, L. L. (colored), 7 Payne St., Montgomery, Ala.; 
railroad brakeman; supposed to be in C hicago. 

McAlay, James F untington, W. Va. 

McKenna, L. J.,4104 Main St., Bessemer, Ala.; formerly with 
_— Iron Co.; he resided in Philadelphia, Pa., for a 
while. 

Mahoney, Mrs. N. W., 512 N St. N. W., Washington, D. C. 

Maness, C. H., 3035 Gilpin; grocery clerk; came to Denver 
from Kansas City, Mo.; last heard of in Atlanta, Ga. 

Martin, E. F., exiockey; formerly of Muskogee, Okla.; now 
su posed to be in St. Loui 

Martin, J yo Hy of Alma, Colo.; later of Steamboat 
Springs, Colo.; hs is now supposed to be somewhere in the 
Texas oil fields. 

Meisner, George, formerly of Havre, Mont.; engaged in the 
insurance business; supposed to be either in Minnesota or 
North or South Dakota. - 

Miller, W. D., formerly of Knoxville, Tenn.; later 508 Eighth 
Ave., San Francisco, Calif.; also Vacaville, Calif. 

Morray, Miss Eulala, Y. W. C. A., Denver, Colo.; 
merly in Harrisburg, Ill. 

Morse, Wm., 2339 Bellaire, Denver, Colo.; actor; last heard 
of in Seattle, Wash. 

Murphy, Ed. J., formerly care of Kuhlman Weather 
Co., 3628 Olive Street, St. Louis, Mo. 

Murray, Mabel, 1890 E. 97th St., Cleveland, Ohio. 

Nichols, 8. W., 409 McKinley St., Canton, Ohio. 

Nonnette, Mrs. F., 645 Bush Ave., San Francisco, Cal. _ 

Phillips, Mr. Cecil C., 4410 Kansas Ave. N. W., Washing- 
ton, D. C.; formerly a clerk with Shaw-Walker Co. 

Quilter, ‘Mrs. A. G., formerly of New Haven Conn.; Boston, 
Mass., and Philadelphia, Pa. 

Re , Alhance, Neb.; fireman, C. B. & Q. 

-. 1829 E. "86th St., Cleveland, Ohio; investment 


Ringold, 8. E., 51 N. High St., Canton, Ohio. i 
obertson, E. P., 2116 E. 20th Ave., Denver, Colo.; traveling 
salesman; formerly in employ of R. H. Ingersol & Bro., Chicago. 
Robinson, C. R., Parkgate Ave., Cleveland, Ohio. 
ush, N. F., formerly traveled for drug and chemical house, 
Minneapolis, Minn. . ‘ 
Russell, Mr. Eugene, 5 Iowa Circle N. W., Washington, D.C. 
Sanderson, Miss K., Milwaukee, Wis. 
Scussel, Charles, 308 N. Sycamore, South Bend, Ind. 
Seiler, Mrs. Paul, formerly 734 Sherman Ave., South Bend, 


runs 


home for- 


Strip 


"Shattls, Jack, operating Belvidere Art Co., New York and 

eNmnith, Miles C., Tuas E. 90th St., 
aw, aly Migs Mi Mildred, formerly Brown Hotel, Des Moines, 

"Bratton, C. W., 800 Riverside Drive, New York, N. Y. 


Cleveland, Ohio; foreman, 


Sweet, Wm. F., pe 426 E. 168th St., New York; Rich- 
a Ind.; and 1131S . Broadway and 4222 Washington Ave., 
St. Louis. : 


Symons, Mrs. Charlotte, 1418 Swan St. N. W., Washington, 
D 
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NO COLLAPSE OF NATION’S CREDIT 
FABRIC EXPECTED 


There is no reason why prosperity should 
abate or the credit structure collapse, or that 
the nation should not continue for several 
years to maintain a large domestic commerce 
on a basis profitable for the judicious mer- 
chant, just so long as proper living and proper 
thinking prevails, according to the National 
Association of Credit Men. 


To the end that prosperity may continue, 
the association is posting danger signals to 
point the way for members, in that it says 
disastrous human tendencies are rising and 
leading toward disaster. Reference is made 
to the recent utterance of an authority on 
banking and currency, that money circulating 
in the hands of people is a wonderful teacher, 
teaching either truth or falsehood. Thus, the 
association points out the present existence of 
a large circulating medium is teaching false- 
hoods and encouraging many people to en- 
ter into what it terms, “the business of chas- 
ing rainbows.” 

An appeal is issued broadcast to the people 
of the nation to stop the game of “chasing 
rainbows,” to put their feet on the ground and 
get clearly the real lesson of present condi- 
tions and grasp the great meaning of in- 
creased circulating medium. 


Work and more work is felt to be the answer 
to the present day problem, and it is empha- 
sized that there must be no letting down in 
the productive effort. 

The association says that when the game of 
“rainbow chasing” has been broken up, and 
men understand they must neither accept nor 
demand more than they actually earn, then 
will calm be brought into the period of un- 
rest, the production of essentials thereby in- 
creased and trade will proceed toward normal 
prices and a proper working basis. 


The further occasion was taken by credit 
men yesterday to voice agreement with the 
sentiments set forth in these columns against 
converting too large a proportion of profits and 
surplus into fixed assets. Even though some 
business is sacrificed the opinion was ex- 
pressed that it is better to keep profits and 
surplus liquid, than to solidify them by plant 
expansion and other forms of permanent im- 
provements. As one man put it, it is just as 
bad to do too much business upon one’s cap- 
ital as to do too little. 


With merchants as a class enjoying un- 
usual profits because of high prices, it was 
pointed out the disposition has been to tie 
profits up in fixed form, thereby seriously re- 
ducing the working capital of the business. It 
was felt to be up to the Credit Man to advise 
against this conversion and urge the mer- 
chant to keep his funds liquid. If there is a 
surplus in the business, agreement was ex- 
pressed with the judgment of the National 
Association of Credit Men that it is better to 
buy Government bonds than to use too large 
a proportion of profits and surplus for physi- 
cal extensions or for investment in enter 
prises.where the investment might not be avail- 
able when the funds are needed in a hurry.— 
(From the N. Y. Daily News Record) 
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COLLECTIONS 


Anywhere in the United 
States and Canada 


(o) 


No Collection— No Charge 


(o) 


25% on accounts less than one 
year old. 


50% on accounts over a year old. 


Profit and loss accounts 50% 
contingent basis. 


(o) 


Twelve years in business 
Five Thousand Clients 


Bank and Commercial] References 


) 


The Hickox System 


Established 1907 


706-708 Bessemer Bldg. 
PITTSBURGH, PA. 


Members Retail Credit Men’s National 
Association 
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ROT GEMUINE WITHOUT Tms MemaTURE 


LOCAL PUBLICITY—A CURE 
FOR CREDIT ILLS 


With our SYSTEM you make collections no matter how old the account or 
judgment may be, or the location of the debtor. 


NO COMMISSIONS OR FEES—-ALL MONEY PAID 
DIRECT TO THE CREDITOR 


HUNDREDS of Merchants are using our system with wonderful success. 
It is backed by our CASH GUARANTEE 


General Offices: 
HOLLAND BUILDING, ST. LOUIS, MO. 


Branch Offices: 
NASHVILLE, TENN., and BIRMINGHAM, ALA. 





REPORT ON NATIONAL THRIFT WEEK 
St. Paul, Minn., Jan. 17-24, 1920 


A Local Thrift Campaign in St. Paul was sug- 
gested in December to the banks, insurance 
agencies, real estate dealers and merchants by 
the St. Paul Y. M. C. A. 

A Committee of twenty-five men representing 
the business interests participating was formed, 
Mr. F. P. Fellows, Vice-President, Capital Trust 
and Savings Bank, acting as chairman. 

A budget of about $2,500.00 was decided upon 
and plans were made for carrying on the campaign 
by means of newspaper stories and displays, car 
cards, posters, folders, shop talks and sermons. 

A quarter page was used in each of three daily 
papers for ten days (Jan. 15-24), making a total 
of 1400 inches of advertising space paid for by 
the committee. In addition to this, Thrift Week 
was mentioned 114 times in the display space of 
regular advertisers. This amounted to 604 inches 
of space. The campaign produced 78 news 
stories, aggregating 513 inches. Two thousand 
car cards were displayed in 550 local and inter- 
urban street cars. 

1500 posters were displayed, 40,000 folders 
were distributed and other thrift literature (such 
as budgets and expense account books) was dis- 
tributed through various agencies. 

Nearly every high school, church, and women’s 
organization in the city participated enthusi- 
astically. When the plan was suggested to them, 
132 business houses asked for thrift materials to 
distribute to their employees. 

Twenty-five speakers volunteered to serve in 
the campaign, and gave fifty-five shop talks on 
thrift, reaching 4625 people. 


The campaign brought to the attention of 
practically every one in the city, the importance 
of a bank account, life insurance, home owning, 
making a will, using the budget plan in personal 
finances, working to increase production, and 
paying bills promptly. While this has been the 
main purpose and result of the campaign, it has 
also helped to bring about a better understanding 
of the service rendered by banks, insurance com- 
panies, real estate men and merchants. 

All who participated feel that National Thrift 
Week should be made an annual event. 

F. P. Fellows, Chairman, 
St. Paul Thrift Week Committee. 
EPIGRAMS 
From the Speech on Bad Checks, by Past Presi- 
dent Sidney E. Blandford, at St. Louis, 
February 17th 

Beware of the Man whom you don’t know, 
but who calls you by name. 

Beware of the Man who wants a check 
cashed a few minutes before closing hour. 

Beware of the Man who wants a check 
cashed after Banking hours or under any un- 
usual condition. 


IF I WERE THE BOSS 


I would be glad if my credit manager would 
investigate and report to me the reason why cer- 
tain customers have discontinued their accounts, 
or at least furnish me with a list of accounts dis- 
continued, in order that the sales department 
MAY follow up. 

I wonder how many credit managers are co- 
operating with the sales department to this extent. 

W. H. PECK, Tulsa, Okla. 
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BIRMINGHAM, ALABAMA 


MERCHANTS CREDIT ASSOCIATION 


223-26 First National Bank Building 
W. V. TREAMMELL, Secretary-Manager 


Thoroughly Organized Collection 
and Reporting Departments 


The Recognized Bureau of the Associated Retail 
Credit Men of Birmingham 





H. G. BITTLESTON 


LAW & COLLECTION AGENCY, Inc. 
Old, Established. 
Fully equipped for all Southern California 
Collections 
215-218 Delta Building 
LOS ANGELES, CALIF. 


Member of Los Angeles Association 


Our Motto:—‘‘We Get the Coin’’—‘‘We Pay”’ 


THE HENRY 
MERCANTILE AGENCY 
COLLECTIONS, 
ADJUSTMENTS, 
REPORTS 


Harry Contey, Mgr. 
WILMINGTON, DEL. 








ILLINOIS 
CREDIT REFERENCE EXCHANGE 


FREDERICK L. DAVIES, 


Manager and Secretary Associated Retail 
Credit Men of Chicago. 


35 SOUTH DEARBORN STREET, 
CHICAGO 














RETAIL MERCHANTS CREDIT ASSOCIATION, Inc. 


300-310 I. W. Hellman Bldg., LOS ANGELES, CAL. 








AGENCIES AND RETAIL STORES—Please note that we 
are the only merchant owned Reporting Bureau and 
Collection office in Los Angeles. COLLECTIONS SOLICITED. 








THE RECOGNIZED INSTITUTION OF THE ASSOCIATED RETAIL CREDIT 
MEN OF LOS ANGELES 














VICTOR FORD COLLINS 
ATTORNEY AT LAw 
> 


Suite 1111, Van Nuys Building 
LOS ANGELES, CALIF. 





A. P. MICHAEL NARLIAN, 


Attorney and Counsellor-at-Law 


415-417-418-419-420-421 Higgins Bld¢., 
LOS ANGELES, CAL. 


Admitted to practice in all Courts of the States of 
California and Nevada 


SPECIAL COLLECTION DEPARTMENT 


References—Farmers and Merchants National Bank 
and Los Angeles Trust and Savings Bank, 
Los Angeles, Cal. 





DES MOINES, IOWA 
Collection Department 
Credit Reference & Reporting Co. 
312 Crocker Building 


Prompt and Aggressive Attention tov 
Collections in this City 
Regular Reports Submitted 





CREDIT MEN’S ASSOCIATION 
of NORTHERN KENTUCKY 


O. J. Wiiu1aMs, Sec’y / 


Accounts solicited in Cincinnati, Ohio 
Covington, Newport, Belleview, Dayton, 
Kentucky 
Commercial Law League Rates 
COVINGTON, KY. 
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BONDED ADJUSTMENT CO. 


(Incorporated) 
LEE L. Stmons, Mgr. 


/ 


806 InterSouthern Bldg., 
Louisville, Ky. 


Associated Office United States Fidelity 
Every Claim Bonded 


& Guaranty Co. 


COLLECTIONS—ADJUSTMENTS 


MINNEAPOLIS ASSOCIATED 
CREDIT EXCHANGE 


(Incorporated) 


S. L. GiLFILLAN, Sec’y and Mgr. 


«$14 Nicollet Ave. 
MINNEAPOLIS, MINN. 
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COLLECTION DEPARTMENT 





M. W. BROOKS, Manager 


Over 20 Years’ Collection Agency 
Experience. 


Fully equipped to handle 
promptly, vigorously and 
efficiently, anywhere 


Collections, Adjustments 
of all kinds 


Bonded Attorneys 
everywhere 








JOHN K. LORD, Jr. 
ATTORNEY-AT-LAW 


SIXTH FLOOR, EQUITABLE BUILDING 


613 Locust St., ST. LOUIS, MO. 


Over 20 years’ experience in handling collections. 


Formerly Manager Collection Department 


of R. G. Dun & Co. 


REPRESENTING: 


The Clearing House Quarterly 
The Bonded Attorney 
The Lawyers’ and Bankers’ List 











NEW ORLEANS 
1919 Maison Blanche Bldg. 


W. SCOTT DOSCH, Mgr. 


Member of Local Retailers’ Credit Bureau 





Business Men’s Credit Bureau 


Well Equipped Collection and Law Depts. 


LINCOLN, NEBRASKA 


The United Credit Bureau 


Frequent Reports 
Prompt Remittances 


Equipped to Handle Collections 
Anywhere in the State 








BEACON SYSTEM 
Gllections and Reports 
Springfield,Mass. 8 


Established 1909 


Collections Everywhere 


CLAUDE KING, Pres. 





GEO. S. KAIGHN 


o 


MERCANTILE COLLECTIONS 
AND ADJUSTMENTS 
Oo 


Lawyers Building 
NEWARK, N. J. 
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EDWARD WEST 
Attorney South Jersey Reporting 
Company—A. J. Levington, Mgr. 

555 FEDERAL STREET 


CAMDEN, N. J. 
o 


Personal Service 





RETAIL MERCHANTS 
ASSOCIATION 


oO 
701-716 Chamber of Commerce Bldg. 
BUFFALO, N. Y. 


O 
Thoroughly Organized Collection and 
Credit Reporting Departments 





HERMAN STEINBERG 


Collections *® Adjustments 


299 Madison Avenue 
at 41st Street 


NEW YORK CITY 





NORTH DAKOTA 


Credit Bureau of Greater Grand Forks 


N. W. Nat’l Bank Bldg., 
Grand Forks, N. D. 


FRANCIS MCKERNAN, Mgr. 


Collections and Adjustments in North 
Dakota and Northern Minnesota 





CINCINNATI, OHIO 
ERNEST R. GWINNER, Mgr. 
THE L. ROESCHER COLLECTING CO. 


Founded 1877 


Collections or Legal Business in vicinity of 
Cincinnati or elsewhere 





PORTLAND, OREGON 
EMMONS & EMMONS 


Attorneys at Law 
728-731 MorGAn BLpo. 
Collections 50%—Reports $1.00 
Refer to John V. Farwell Co., Chicago. 


Frankel Frank Co., Kansas City, Mo. 
Any Bank, Portland, Oregon. 





Oklahoma City, Okla. 


Retail Credit & Collection Association 


513 Baum Building J 
OKLAHOMA CITY, OKLA. 


Collections Handled Promptly 


A. W. Garrett, Mgr. Mary MILuiren, See. 





MERCHANTS GUARANTEE CO. 


Credit Information and Collections 
Adjustments a Specialty 


Gro. W. WEBSTER, Pres. 


Merchants Guarantee Building 


LANCASTER, PA. 





THE JAMES-SANFORD AGENCY 
NASHVILLE, TENN. 


0 
Prompt, Efficient Collection Service v 
Twenty-five Years in Business 
D 


Remit same day as Collect and can give 
rating on everyone in Davidson County 





OGDEN, UTAH 


MERCHANTS CREDIT BUREAU 
M. STEWART, Mgr. 
Bonded for $5,000.00 to State of Utah 

WE GET TH MONEY 


Suite 202 Eccles Building 
OGDEN, UTAH 





KENOSHA RETAILERS ASSN. 
KENOSHA, WISC. 
Oo 


If We Don’t Collect 
No One Can 





A retail dealer in buggies doing business in 
one of the larger towns in northern Indiana 
wrote to a firm in the East ordering a carload 
of buggies. The firm wired him: 

“Cannot ship buggies until you pay for your 
last consignment.” 

“Unable to wait so long,” telegraphed the 
buggy-dealer; “cancel the order.” 








Ss. O. S. 
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The Literature Committee of the Retail Credit 
Men’s National Association want to be of, real 
service; to do so we must have the co-operation of 
all local associations. 


Please furnish us with the following: 


Copies of Ads.—Pay-Up Week Campaigns. 


Copies of Ads.—Educational Campaign for 
prompt payment of accounts. 


Report as to value of pay-up campaigns. 
Wording matter for Inserts. 

Wording matter for Moving Picture Screens. 
Credit talks by members of your Association. 
Suggestions for betterment of Credit Conditions. 
Bulletins issued by your Association. 

Copies of Collection Letters. 

Copies of Credit Application forms. 


Names of manufacturers of all kinds of office 
equipment. 


Names of publishers of books on accounting, 
office management, etc. 


Names of publishers of periodicals helpful to 
Credit Men. 


Names of reliable schools teaching Commercial 
law by mail. 


Help this Committee, and we will do all in our 
power to help you. 


R. H. POINDEXTER, Chairman, 
Care of Loveman, Berger & Teitlebaum, 
Nashville, Tenn. 
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to the right job— Faster Credit Services 
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Visible Rec ords Chess gow Cun Seealll 


Stand—Seen in an Instant. 


Make Business Control 
Easier—and Cheaper 


UST glance over the six sketches above—some one 
or two surely illustrates a place in your business 
where RAND will prove itself. 
Each illustration represents a FACT—a fact which 
such firms as The Quaker Oats Co., Ford Motor Co., 
Marshall-Field & Co., Harvard University, Standard 
Oil Co., Burroughs Adding Machine Co., United Drug 
Co., Blackstone Hotel, Du Pont Powder Co., and 
countless other users of RAND Visible System of Card- 
Records are glad to endorse. 


They know! They have tried the old-fashioned card- 

in-the-box records—they know the difference when 

using RAND Visible Records. They have found out 

Sent: Canenat that record-finding is seven times faster with RAND 
Purchase Control equipment, and that one clerk using RAND does the 


Personnel Control work of four. 


pm ad — Isn’t their experience enough to make you 


Credit Control at least inquire as to whether RAND 

Write today for the could help your business? A question 

booklets you want. addressed to the Home Office will receive 

prompt attention. 
DEPT. A-1 
THE RAND COMPANY 
North Tonawanda, N. Y. 

Branch Offices: New York, Chicago, Boston, Buffalo, Philadelphia. Detroit, 
Cleveland, Syracuse, Providence, Washington, Salt Lake City, San Francisco, 


Atlanta, Pittsburgh, Kansas City, Baltimore, St. Louis, Dallas, Minneapolis, 
Portland, Denver, Seattle, Spokane, Tacoma, Los Angeles and Honolulu. 


RAND will 
visualize your 
present card- 


VISIBLE BUSINESS-CONTROL = *”5te™ 








VISIBLE CONTROL OF CREDITS: PRODUCTION: PERSONNEL STOCK: SALES PROMOTION 
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